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Managing Editor, ADN 


DETROIT.—That identi- 


By 


Chris Sinsabaugh By MEL ADAMS 


Staff Correspondent, ADN 


CHICAGO. — Well satis- 


NEW OFFICERS of the Kansas Motor Car Dealers Assn. shown 
immediately after their election this week at the annual convention 
in Wichita. Left to right, Art J. Farrell, of Topeka, who was named 
executive secretary and treasurer; Paul J. Ruckel, Arkansas City, 


ICK UP the Good Book, turn 

to Matthew, Chapter 13, Verse 
5, and read: “A prophet is not 
without honor save in his own 
country and in his own house.” I 
always had accepted this as the 
Gospel until the night of Dec. 3} 
when the Detroit Adcraft Club| 
took advantage of the fact that) 





it was throwing its 32nd anni- | 
versary dinner to glorify George | 
M. Slocum, publisher of Auto-| 
motive Daily News, for being the | 
first Detroit man to be elected | 
president of the Advertising Fed- 
eration of America. Now I} 
doubt it, for the affair certainly 
proved that this publisher of 
mine not only rates A-1 in his} 
own town and certainly tops in 
his own house. The Adcraft party 
proved that the biblical quotation 
should be transposed: “a 
prophet is WITH honor in 
own country and his own house.” | 
* a ok 

AS A CRITIC I cannot pick a 
single flaw in the doings of the 
evening. It was “standing room 
only,” nearly 600 attending. The 
cream of the crop in the advertis- | 
ing world was present as well as| 
a liberal sprinkling of the brass 


hattery of the automobile indus- | 
try. The scenario of the affair | 


was written for Damon Slocum 


by Pythias Henry T. Ewald, who | 


provided for any possible con- 
tingency—as if there could be one 
with Pythias as director. 
add cream to the coffee, the 
speech of President Slocum was 
nationally broadcast by Mutual 
Broadcasting System, so_ the 
countryside was given an ad- 
vanced course in the theory of 
advertising by a man who has 
grown up in the business. 
* * * 


MY PUBLISHER really made 
me proud of him as I listened to 
that speech of his. He gave us a 
dissertation on the best defense 
of the economic value of good 
advertising, and he knew all the 
answers. And many of his un- 
seen audience agreed with him, 
judging by the fan mail that has 
come to the desk of the man in 
the corner office. Not only was 


real | 


his | 5 
| ers questioned. 


And to} 





automobile advertising analyzed 

thoroughly, but other branches of 

advertising were treated just as 
(Continued on Page 19, Col. 1) 


cal used car-new car financ- 
ing arrangements would re- 
sult in stimulating sales of 
better grade used cars seems 
the consensus of dealers ques- 
tioned during the past week by 
ADN’s Inquiring Reporters. 
Proposal that deferred payment 
terms for used cars be placed on 


the same basis as new cars was | 
made in Automotive Daily News | 
It quickly won the en- | 


Nov. 27. 
dorsement of dealers here and 


| there, which encouraged ADN to 


seek a broader picture. 

Answers” received from 
widely scattered cities in 
country to the Inquiring Report- 
er’s question—‘“Do you _ think 
identical 


S1X 


late used car sales?’—were af- 
firmative from 16 of the 21 deal- 


In proposing this plan ADN 
does not maintain that it is 
necessary to lengthen time pay- 
ments on used cars or to accept 
lower down payments. 
that the opposite is correct. 
haps 
mand larger down payments for 
new cars and shorten the length 
of time for payments. 

(Continued on Page 3, Col. 1) 


SAE Production 
Meeting Draws 


Over 350 to Flint | 


Special to Automotive Daily News 
FLINT.— Three days of dis- 
cussion of innovations in pre- 
cision manufacture of automo- 
biles closed Friday night with the 
annual dinner of the National 
Production meeting of the Society 
of Automotive Engineers. At- 
tendance reached 350 Friday, in- 
cluding production engineers from 
all sections of the country and 
manufacturing executives. 
Supplementing technical ses- 
sion papers and open forum dis- 
cussions with practical demon- 
strations, the engineers made in- 
spection trips to Fisher Body No. 
1 unit here to study processes of 
body fabrication and finishing. 
Buick Motor division’s new self- 
(Continued on Page 14, Col. 3) 


the | 





| enjoined 


It may be | 
Per- | 
it would be better to de-| 


On this | 





the new president, and Lee J. Hobbs, Wichita, who was chosen vice- 


president for the coming year. 


Note of Optimism Sounded 


At Kansas Dealer Conclave 


By J. L. TUCKER 

Staff Correspondent, ADN 
WICHITA, Kan. (UTPS).—A 
theme song of optimism was 
sounded here at the convention of 
the Kansas Motor Car Dealers 
Assn. Wednesday with more than 
250 dealers from every section of 


terms of financing for| the state present. 


|new and used cars would stimu- 


“Next spring the sun is going 
to shine,” said Owen L. Coon, 
Chicago, president of the Gen- 
eral Finance Corp., one of the 
speakers of the afternoon who 
dealers to “get control 
of your business and do your 
share of the sales. People are not 
going to walk next spring.” 

Paul J. Ruckel, Arkansas City, 
who was unanimously elected 
president of the _ association, 
echoed the theme of optimism in 
his greeting address. 

Besides Ruckel, other officers 
chosen were Lee Hobbs, Wichita, 


| vice-president; and Art J. Farrell, 


The Top Ten 
PASSENGER CARS 
First Ten in Registrations 
as Reported in ADN Today. 
1937 ——— 1936 
Pos. Make Pos. 
1—721,472 Ford 661,163— 2 
2—671,334 Chev. 795,540— 1 
3—416,248 Plym. 416,667— 3 
4—231,474 Ddge. 208,946— 4 
5—191,135 Pont. 141,138— 6 
6—173,734 Buick 124,948— 7 
7—169,147 Olds. 154,681— 5 
8— 85,475 Pack. 55,355—11 
9— 81,432 Hud. 83,202— 8 
10— 80,159 Chrys. 47,023—10 
Total All Makes 
3,134,413 2,884,595 


For complete standings of all makes, 
see Page 17 this issue. 


Topeka, re-elected secretary- 


treasurer. 


The new board of directors, in- | 
| two 


cluding 21 members, includes the 
following from seven Kansas 
districts: 

H. H. Mack, retiring president, 
Topeka; R. H. Mott, Topeka; and 
Cc. E. Collard, Leavenworth. 

M. S. Winters, Lawrence; E. E. 
Stone, Ottawa; and C, F. Morgan, 
Tola. 

H. W. Price, Baxter Springs; H. 
H. Wall, Sedan; and J. W. 
Hay, Pittsburg. 

Cc. C. Brewer, 
H. Bush, Eureka; 
Emporia. 

Lee Hobbs, Wichita; George 
Sharp, Newton; M. R. Smith, El 
Dorado. 

B. A. Tubbs, Ellis; B. S. Brooks, 
Norton; and A. E. MHudgus, 
Salina. 

Louis 


Manhattan; H. 
Pat Lawrence, 


McCoy, Pratt; W. G. 


| Flint, Dodge City; and Joe San- | 


ders, Hutchinson. 
| Sharing honors on 
program of addresses were 


the timely 
the 


(Continued on Page 3, Col. 4) 


DEARBORN. — Production of 
Ford V-type 8-cylinder cars and 
trucks at the Ford Rouge plant 
here and assembly branches 
throughout the United States, 
Friday, passed the 4,000-a-day 
| mark, it was announced at the 
| home office of the Ford Motor Co. 

The greater part of current 
output is represented by stand- 
ard line cars, with either 60 or 
|85 horsepower V-8 engines, in 
order to fill the requirements for 
this model. 

Production of de 





luxe model 


| known 


Van | 


| fied over the sales interest 
| displayed by those who buy 
their products for what is 
| known as the “after market,” 
|manufacturers exhibiting at the 
| biggest Automotive Service In- 
dustries show to date joined Fri- 
ay in expressions of confidence 
over the outlook for the coming 
| year, based upon results from the 
show which opened Monday and 
closes Saturday at Navy Pier. 

As the final day approached, 
important announcements 
forthcoming. It was made 
that Chicago and Navy 
been chosen for the 
1938 exposition, with the Motor 
and Equipment Manufacturers’ 
Assn, drawing the chairmanship 
of the operating committee in the 
person of J. M. Spangler, general 
sales manager of the National 
| Carbon Co. The National Standard 


were 


Pier have 


| Parts Assn. and Motor and Equip- 
|}ment Wholesalers Assn. will be 
the other joint sponsors. 

The regional show idea also got 
itself projected into the limelight 
in none too complimentary a 
manner. In the words of A. H. 
Eicholz, general manager of the 
MEMA, manufacturers are pretty 
| well agreed that “regional and 
|local shows have been so over- 
|done that they have degenerated 
into a racket, with manufacturers 
|as the victims, since they pay the 
| freight, and with most of them 
| insisting upon a moratorium on 


(Continued on Page 2, Col. 3) 


Ford Production Passes 


4,000 Cars, Trucks Daily 


cars is being increased as rapidly 
as possible in order to meet the 
heavy demand resulting from the 
national introduction of the cars 
at the dealer shows throughout 
the country last week. 

While manufacture of parts at 
the Rouge plant was carried on 
throughout the autumn, assembly 
of the two 1938 lines did not get 
under way until mid-November. 
The rate of production has in- 
creased steadily since that time 
and is expected to be increased 





still more in the future. 





YOO.27%1) 


AUTOMOTIVE DAILY NEWS, SATURDAY, DECEMBER 11, 1937 


38 Sales Confidence Rekindled by ASI Show 


| |Makers Frowning 


On Regional Idea; 
°38 Show at Pier 


(Continued from Page 1) 


| regional, sectional and local 
shows during 1938.” 
Kicholz revealed that the atti- 
|}tude of manufacturers on such 
trade shows has been determined 
| through a ballot seeking their re- 
actions following expressions on 
the matter by individual firms. 
| B. G. Close, of St. Louis, who 
| has just been succeeded as presi- s : 
| dent of the association by Fred | RETIRING MEMA PRESIDENT, B. G. CLOSE, King Quality 
G. Wacker, of West Chicago, IIl.,| Products Co., left, wishes good luck to his successor, Fred Wacker, 
| gave an inkling that something | Automotive Maintenance Machinery Co., West Chicago, Ill A. H. 
was in the air regarding shows! Eicholz, MEMA’s general manager and “spark plug,” looks on. 
| when at the annual MEMA ban- 
quet meeting at the Blackstone 
hotel he stated a committee re- 
port on regional shows will be 
forthcoming shortly. 
Although increased space _ is 
utilized at Navy Pier, with part | 
of an extra wing housing exhibits,| @ 
the booths themselves, numbering 
more than 1,000, appear just as 
compact and alive with interest- 
ing displays as ever. In most of | 
them, the jobbers and _ other! , 
manufacturer customers in at-| | NEWLY-ELECTED OFFICERS of the Motor and Equipment 
tendance get their chance to see| Wholesalers Assn., chosen at Chicago this week, are, left to right, 
demonstrations of the products in| 8. O. Treland, Grimm-Hansen-Treland, Inc., Chicago, treasurer; H. 
actual operation. B. Miller, Lewis Motor Mart Co., Dayton, O., secretary ; G. E. John- 
All Types Shown son, Auto Spring & Bearing Co., Roanoke, Va., president; and E. O. 
Overlooking no opportunity to| Hunting, Auto Equipment Co., Denver, vice-president. 
close business, most of the ex- 
hibitors also have hotel head- 
quarters in the downtown and 
near north side sections. 
As for the show itself, it con- 
| tains just about every known type 
of accessory, machinery and tool 
required by motorists, dealer 
shops, service stations, garages, 
and gasoline stations. If anything 
is missing, nobody seems able to| ~ 
| detect it. 
| Manufacturers and jobbers alike | 
joined in agreeing that the out- 
look for the coming year is bright. 
They pointed out particularly that 
their volume should be well sus- 
| tained regardless of the number 
of motor vehicles built, although 
admitting that service needs are 
greatest when new and used car 
volume, reflecting the public’s| 
| buying power, is heavy. They 


tgp edad ae Se RETIRING PRESIDENT L. F. Hunderup, right, hands over the 


modernization of equipment and gavel to V. C. Hossellman, newly-elected president of the National 
é 

| vehicles is the order of the day| Standard Parts Assn. 

| for reasons of economy and ef- 





ficiency ‘ 
A. B. Coffman, show manager, : — sy 
|}and Herbert Buckman, secretary a ; 
of the credentials committee, dis- | 
closed that attendance of jobbers, 
manufacturers, car factory serv- 
| ice officials and others is running 
ahead of last year. They predicted | 
that final count will find registra- 
MEMA MEMBERS DON BIB AND TUCKERS at their annual | tions above the 15,000 mark origi- 
banquet meeting held this year during the ASI show in Chicago. Top | nally expected. Buckman charac- | 
picture, left to right, B. G. Close, retiring MEMA president; Herbert | terized the buying interest as} 
L. Sharlock, vice-president of Bendix, and Malcolm McCormick, | “tremendous.” 
president of Walker Mfg. Co., Racine, Wis. Second from top, left | Show More Colorful 
to right, J. C. Harger, Stewart-Warner; Charles A. Conklin, Westing- 


! Frank T. Kalas and R. L. Sommerville, of Exide. Third from|__1"° Show is accepted not only 
house; Fran » ee Ge a ee — : as bigger but also more colorful 1 7 (MA’S PIONEERS at the organization’s annual 
top, left to right, Clyde P. Webster, K-D Mfg. Co.; R. D. Pippen, ee TWO OF MEMA’S PIONEERS meet a 5 


; j i ivisi ’ | than its predecessors. Assisting | banquet meeting last week in Chicago. Left, George L. Brunner, 
= reen Hammered Eisten Bing Givens. Reppors Oo. and & ©. Coffman in staging and handling| poatner Safe, Oa Uilen, BLY., Seat president of MEMA, ond Man Ue 
eave, Ziniee Wetter Bessing Ce. Peurm een top, lets be ee it is Frank J. Kennedy, chief aide | Boynton, General Electric Co., Cleveland, first president of MEMA’s 
T. G. Graham, vice-president of B. F. Goodrich; Dr. James S. Thomas, to A. C. Faeh in producing the Se organization, Motor e Equipment yp 
president of Chrysler Engineering Institute, and B. G. Close. Fifth | I , 


. sage ; > ; past three annual Chicago auto-|—_ eee as - 
from top, left to right, G. W. Sherin, duPont; R. H. Rowland, ¢ ham- mobile shows. 7 
pion Spark Plug, and Leo S. Rosen, American Grease Stick Co. The cue on the parts industry’s| headquarters have been main-| speakers, including Dale oa 
Bottom, left to right, E. J. Wilcox and J. Harvey Williams. Wilcox probable volume for 1938 was|tained throughout show week, | gie, author and eget ee pe 
is sales manager of Williams’ firm, J. H. Williams Co., which is cele- | given by W. S. Isherwood, general | supplemented by offices at Navy | as DeLoss | W alker, associa ° ec 
brating its 55th birthday. |sales manager of the AC Spark | Pier for purposes of meeting mem-|tor of Liberty on the ae 
- ~~ | Plug division of General Motors,| bers and transacting necessary prea —< — > a aa 
| that 5,413 units were registered| when he placed the figure at| association work. Ant go he shaa ee day of 
New Car Sales in November as against 5,287 for | $1,000,000,000. Isherwood in a| While the NSPA and MEWA a anal was “Highway 
° ° the same month last year in this | Statement also touched upon the/held their annual conventions in Sate a al Anaceadit an 
In Chicago Rise area. The total dropped slightly | question as to whether car and| advance of the show, each running | Safety, ¢ S aicatidioen 
> 7 N rember as compared with| truck manufacturers ought to| concurrently on Friday and Sat- Emotiona Prob em. ; 
O , Ne Vv 1936 ~~ Sle aie esate h ine October | build their own accessories and|urday of last week, the MEMA| In line with its policy of alter- 
ver Ven : the preceding mente, the Cotener parts, answering it by character-| confined its convention activities|nating between manufacturers 
|izing such a practice as uneco-/to a single evening Tuesday of|and wholesalers for the presi- 
Rieke D . ‘ |nomical through requiring many|this week, when the yearly din-| dency, the NSPA elected Vern C. 
c utomot've Dai me | Chevrolet climbed into first | esearch departments and forcing ner meeting was staged. Hossellman, Lima (O.) jobber, to 
“CHICAGO. Upon the basis of place with 989 units, Plymouth | , doubling in the price of cars by The MEWA and NSPA conven-| head the organization for the en- 
comparative new car registra-| occupied second with 696, Buick | such a practice. tions brought forth interesting| suing year. Chosen as first vice- 
tions for Cook County, this year’s| third with 628, Dodge fourth Each of the three sponsoring| programs and also had the effect| president was L. G. Matthews, 
annual Chicago automobile show | with 599, and Ford, not yet out associations pitched camp here|of bringing members to town|Sealed Power Corp., a 
proved more stimulating than with its 1938 product, took fifth| several days before the show|early for the show. Both were Mich., and second _vice- pene 
the one of 1936 in the matter of | with 444. opened. They set up hotel head- | exceptionally well attended. 2 v.. Cc. Anderson, Chicago 
sales. et ee uarters, with MEMA at the| Each of the two associations | saler. 
The figures, compiled by the “Fourth Dimension,” 8  reguiay iateeme: MEWA at the Stevens| employed a different technique,| By contrast, the MEWA gave 


fez f ADN, presents a digest of | o : . 
bureau of motor advice, disclose = acta aeues : and NSPA at the Sherman. These| with NSPA featuring “name” (Continued on Page 17, Col. 4) 


registrations hitting the 6,650 
mark. 











Dealers Back Identical New, Used Car Terms 
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76% of Those Polled See | 
Aid to Sale of Used Cars’ 


(Continued from Page 1) 


basis the smaller cost of the used | rates 


and terms on late model 


car would make it available for | used cars would undoubtedly help 


cash and lower payments 
are now obtainable on new 


less 
than 
cars. 

It is this point that the plan 
would emphasize. 


practically 
and for the 


that, for 
cash outlay 


finds 
same 
new car because of the 
between financing 
rangements. The fact 
payments for the new car will 
carry over a longer period seems 
unimportant to him. 

In making this suggestion, ADN 
meant no reflection on finance 
companies which are now offer- 
ing more favorable terms to the 
new car buyer. 
panies are as vitally interested in 


buy a 
difference 


breaking the present jam in used | 
€ P ; |on high priced used cars will help | 


car stocks as any dealer, and 
have as much at stake perhaps as 
all dealers collectively. 

Reports coming to ADN this 


At the present | 


time the normal used car buyer | 
the | 


ar- | 
that his | 


| will 
same monthly payments, he can | 





}car rates are too high 


Finance com-| 


sales, but I do not believe this 
would be sound business unless 
the cars are properly conditioned | 
and guaranteed. It might do more | 
harm than good.” 

H. M. Williams Co., Ine. 
(Studebaker): “Undoubtedly it 
assist in moving dealers’ 
stocks of higher priced used cars. 
Our late models carry a 30-day 
guarantee but being able to fi- 
nance them on a new car basis 
offers a further inducement.” 

Ralph Horgan, Inc. (Ford): “It | 
positively would help. In spite of 
the fact that rates have been re- 
duced, many people feel the used | 
in com- 
parison with new cars.” 

N. Stiefel, Metropolitan Sales 
Co. (De Soto): “New car terms | 


|sales because of the lower down 


payment and finance’ charge, | 


| dealers 





terms and rates would give us at 
least temporary relief on late 
model used cars.” 

Frank M. Gillespie, Herepl- 
Gillespie (Ford): “It is my opin- 
ion that such a plan would prove 
beneficial, in that it would bring 
relief to dealers and aid them in 
disposing of large stocks which 
are proving a problem at this 
particular time. I believe that if 
such a plan was put into effect 
on a temporary basis, for say 
three months, it would do a great 
deal of good.” 


Los Angeles 


Bill Froelich (Ford dealer): “I 


| believe identical finance rates for 
| new 


and used cars would be a 
big help to spur sales of better 
used cars.” 
Bert Latham 
tor): 
finance some deals on 
new car rates 


grade used cars. the 


However, 


plan is not practical as a blanket | 


proposition as the losses and re- 
possessions of used cars are 
very costly.” 

Phil Mallory, 
Earle C. Anthony Co.: 


and for better) 


(Willys distribu- | 
“At the present time Willys | | 


3 


AMONG THOSE ATTENDING the annual meeting of the Kansas 


| Motor Car Dealers’ Assn. in Wichita this week, top photo left to right, 


were: E. H. Beardmore 


(Buick-Pontiac) of Beloit, 


Kan.; O. J. 


| Hiserote (Chevrolet), Boyd; Tweed Ross (Oldsmobile), Beloit; W. J. 


| Murray 


(Dodge-Plymouth), Beloit, and Neil Fuller (Ford), Beloit. 


| Bottom, left to right, shows the Wichita dealer welcoming committee, 


sales MANAG, | composed of John H. Butts (Buick); C. E. Olander (Ford), who is 
The | president of the Wichita Dealers’ Assn.; Lee J. Hobbs (Chevrolet) ; 


plan is not practical as the risk) Karl J. Mosbacher (Hudson); E. V. Yingling (Chevrolet), and Carl 


| which is what many buyers have 
to take into consideration. We 


of losses on used cars is three 
times that of losses on new cars 


| Evans (Dodge). 





week indicate that there has been 


some forward movement in used have already financed some of our | because various banks pick the | 


| better used cars on these terms.” |cream of used car paper, which | 


car sales during the past 10 days. 
It still seems logical 
movement could be accelerated, if 
used cars were made easier to 
buy or the buying of new cars 
made comparatively less easy. 

Answers to the Inquiring Re- 
porter are as follows: 


Kansas City 

Val Bernard, sales manager, 
Kelley-Williams Motor Co. (Ford): 
“Uniform financing terms and 
rates would be a big aid in elimi- 
nating the big curse in the used 
car field—the ‘gyp’ dealer and 
others who use handling charges 
to make up for excessive allow- 
ances on deals.” 

H. R. Bishop, Greenlease Motor 
Car Co. (Cadillac-LaSalle-Oldsmo- 
bile distributor): “Uniform terms 
and rates would make for a big 
spurt in the sale of the better 
used cars. There could be no 
‘backfire’ if this class of cars 
were renewed and overhauled 


that this | 


mechanically before being sold.” | 


Martin Ladd, office manager, 
Radcliffe Motor Co. (Plymouth- 
De Soto distributor): “Uniform 
terms and rates would be a dis- 
tinct advantage to dealers in sales 
but would create a problem with 
the financing companies.” 
Robert Armacost, president, 
Armacost Motor Co. (Studebaker 
distributor): “Uniform rates for 
all cars is one of the really big 
needs of the automobile business. 
I have used the plan in my own 
business for several years and 
know it works. The plan de- 


serves all the publicity possible. | 


The only drawback is where the 
used car is either overpriced or 
not properly reconditioned, and 
the plan will ‘smoke out’ dealers 
who follow such a policy.” 


New York 
C. M. Bishop, Bishop, McCormick 
& Bishop (Dodge): “New car 


CONGRATULATIONS TO H. H. Mack, Topeka Ford dealer, left, 
retiring president of the Kansas Motor Car Dealers’ Assn., are offered 
at the Wichita meeting this week by Col. John L. Jenkins, center, 
superintendent Kansas state police. At right is Carl Evans, Dodge 


dealer of Wichita. 


|means that the dealers have to 


San Antonio 


F. A. Hayden, president, San 
Antonio Motors, Ine. (Oldsmo- 
bile): “If finance rates and terms 
were extended on good 1936 and | 
1937 used cars to be identical with 
present new car rates and terms, 
the movement of late model used 
ears which are banking up in 
dealers’ stocks could be stimu- 
lated and would prove a strong 
selling feature for at least im- 
mediate relief.” 


W. M. Carnes, assistant general 
manager, Smith Motor Sales Co. | 
(Chevrolet): “I believe such a 
change would have very little ef- 
fect on conditions now, although 
such a move might prove a good 
sales or advertising point but 
would be of little value in aiding 
sales.” 

Carroll Cartwright, president, 
Carroll Cartwright, Inc. (De Soto- 
Plymouth): “The big reason for 
the lull in used car sales at the 
present time has been the fact 
that finance companies are de- 
manding longer down payments 
and better credit risks than those 
required six months ago. At that 
time finance companies were tak- 
ing deals on new cars as low as 
20 per cent down and carrying 
notes for as high as 24 or 30 
months, which meant that many 
people were buying new cars| 
when they should have been buy- 
ing good used cars for the reason 
that they had a low equity in the | 
new cars and even lower monthly | 
terms in many instances than} 
could be obtained on used cars. | 
While it is fundamentally sound | 
from the standpoint of credit ex- | 
tension that the finance com-| 
panies should take that stand, it | 
will tend to slow used car sales | 
until the adjustment becomes | 
understood by the buyers. I be-| 
lieve that this plan for equalizing 


|} too great. 


| fight for the best of what is left | 
|and in some cases the losses run 


quite high.” 


Chicago 


James Levy, James Levy Motors | 


“Tf finance com- 
panies are going to indulge in 
discrimination, it should be 
against older models of used cars 
rather than those of later vintage. 
The latter, particularly 1935 mod- 
els, should be considered on a 
parity with new cars because of 
the life left in them. The com- 
paratively ancient models are the 
greater risk, because their po- 
tential mileage is less and repair 
bills greater. Finance companies, 
like banks, must operate on a 
business basis, of course, and as 
such they should consider the col- 
lateral put up; in this case, the 
used cars.” 

Edward C. Schneider, E. C. 
Schneider Motor Sales Co. (Ford): 
“People buying late model used 
ears certainly get the worst of it 
in the matter of financing. The 
penalty upon them at present is 
Relief would undoubt- 
edly be a fine stimulant to sales 
of such models. From the stand- 
point of the finance companies, 
there is a minimum of risk in 
carrying owners of late model 


Co. (Buick): 


|used automobiles, since they are | 


of high grade, and even if the 
deal doesn’t stick, the finance 
company can get its money back 
without losing anything.” 

R. A. Balcom, Nelson Chevrolet 
Sales, Inc. (Chevrolet): ‘There is 
no reason to penalize the used 
car buyer. He should be judged 
on the basis of his credit status 
and placed upon the same plane 
as the new car purchaser. If it’s 
a question of favoritism, the used 
rather than new car buyer should 


Note of Optimism Sounded 
At Kansas Dealer Conclave 


(Continued from Page 1) 


following speakers: Art J. Far- 
rell, Topeka, secretary-treasurer, 
who discussed “Our Activities”; 
Cc. C. Brewer, Manhattan, chair- 
man of the legislative committee 
who spoke on “What Legislation 
Means to Us”; H. H. Mack, 1937 


president, whose subject was “The | 
Association”; Owen L. Coon, Chi- | 


of the General 
whose address 


president 
Finance Corp., 
title was “What an Automobile 
| Dealer Should Do in 1938”; Col. 
J. B. Jenkins, Topeka, superin- 
tendent of the Kansas state high- 
way patrol, who spoke on “Of- 
ficial Inspection Stations”; 
W. C. Callahan, managing editor 
of Automotive Daily News, who 
brought the speaking program to 
a climax with “Some Observa- 
tions.” 

President Mack 
committee on nominations 
cluding Jim Davis, 
chairman; Karl Mosbacher, 
Wichita; and Ray Stuber, Win- 
field. The resolutions committee 
which served 
Winter, Lawrence, chairman; A. 
| E. Kirk, Hutchinson; Carl Evans, 


cago, 


appointed a 


Wichita, and A. E. Rayl, Hutch- | 


inson. 

Among activities discussed by 
Farrell were those of issuance of 
weekly bulletins on status of 66 
different legislative 


| superintendent 


and | 


in- | 
Hutchinson, | 
| that 


| dealer asset.” 


included M. S.| 


| will 





bills affect- | 


sorship of a series of meetings at 
which information was given 
concerning the manner in which 
dealers were affected by 10 new 
laws, including that of the Kansas 
sales tax. 

Uniform motor vehicle laws in 
all the states were urged by C. C. 
Brewer in discussing “What 


| Legislation Means to Us.” Brewer 


also reviewed the significant legis- 
lation of the past year. 

Col. J. B. Jenkins, 
of the 
state highway patrol, 
activities of the patrol 
objectives. 

Callahan discussed the used car 
situation as nationally observed, 
estimating that dealers and fi- 
nance companies have $230,000,- 
000 tied up in 800,000 used cars. 
He discussed methods of quick- 
ening this market and asserted 
“used cars should be a 


Topeka, 
Kansas 
discussed 
and its 


His suggestions to dealers seek- 
ing legislative aid were: 

“Be sure the law you propose 
lead to the objectives you 
seek. 

“Be sure the bills you sponsor 
are constitutional. 

“Above all—move carefully. 

“Try to determine in advance 
that your program does not go 


ing the motor car dealer; spon-/! too far.” 


get the benefit from finance com- | 


panies. We should have more, 


| rather than less, financing of good 
| late model used cars, and if dis- 





crimination were eliminated, 
such models undoubtedly would 


| move faster. Financing should be 
credit | 


based upon money and 
risk, not upon collateral.” 

Charles L. Gerds, Gerds Motor 
Sales, Ine. (Dodge - Plymouth): 
“Finance company policies should 
be impartial as between new and 
used car buyers. At the same 
time it is my opinion that exist- 
ing used car problems have been 
produced chiefly by the economic 
depression and the laying off of 
workers. I don’t believe the fi- 
nance companies should receive 
the sole or major blame. The 
dealer is expected by the public 
to pay too much for used cars 
traded in, and he is faced also 

(Continued on Page 19, Col. 4) 


GUEST OF HONOR at the Adcraft Club of Detroit’s 32nd anni- 
versary banquet in Hotel Statler last week was George M. Slocum, 
left, president of Advertising Federation of America and ADN’s pub- 
lisher, who addressed a nationwide audience through the Mutual 


broadcasting system. 


Left to right at the speaker’s table are Slo- 


cum; Henry T. Ewald, president of Campbell-Ewald Co. and founder 
of the Adcraft Club; J. J. Hartigan, Campbell-Ewald, president of 
the club; while behind the smoke screen on the extreme right is 
Harvey Campbell, secretary of Detroit Board of Commerce and toast- 


master at fete. 
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One sacred pledge we make our friends here 
and now. This publication, God willing and 80 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value-—(ADN 6-10-1933) 
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Concerning Complexities 


At Flint, Mich., this week production-minded members 
of the Society of Automotive Engineers gathered for 
their annual meeting. None can appreciate the com- 
plexities of the modern production methods and the plan- 
ning required to make mammoth assembly lines run 
smoothly who has not attended one of these sessions. 

As pointed out by D. A. Wallace, of Chrysler, the com- 
pany produces three distinct lines of cars on its assembly 
line. There are 72 body combinations and 14 paint com- 
binations with endless trim and equipment choices. All 
material for each day’s production must be projected 
and purchased 90 days in advance. Yet as we watch to- 
day’s assembly move steadily down the line, we give little 
thought to the effort that has gone before. 

In our opinion, attendance at an SAE production ses- 
sion would be an education well needed by preachers and 
prophets who would organize workers. Production men are 
the backbone of civilization—they are the men who make 
the dreamers’ dreams come true. When distribution 
reaches the same high plane of efficiency, perhaps the 
long sought Utopia will be found. 


Wife Beaters? 

WHILE the refusal of GMAC, CIT, and UCC to sign 
decrees of consent to refrain from certain practices 
charged by the Department of Justice may bring about 
a showdown in the near future, the question still remains 
as to why the action has been brought. Particularly, why 
it was brought through the Department of Justice rather 

than the Federal Trade Commission. 
The case obviously revolves around charges that these 
companies have been monopolistic, coercive, unfair, and 


that they condone certain “packing” practices and favor | 


certain accounts. These charges the companies deny and 


point out that during the past few years, independent | 


finance companies have been cutting more and more deep- 
ly into their field. To consent to stop from doing things 
they have not been doing is the same as the old saw about 
the lawyer who demands that you answer yes or no to 
the question, “Have you stopped beating your wife?” 
From a dealer standpoint, should these companies have 
agreed to the consent decree it would have put dealers 
finance operations and how he should conduct them in- 
directly under the jurisdiction of the federal court. 


Cagey Kansas 

had at Wichita, Kan., this week, the Kansas Motor 

Car Dealers Assn. discussed the prospects of control 
legislation for handling used cars. Retiring President 
H. H. Mack, of the Association, in his annual report, urged 
careful investigation of the workings of such control laws 
before committing the dealers of the state to the support 
of legislation of that type. 

We heartily concur in this opinion. It may be that legis- 
lation offers the dealer his only method of combating 
unfair tactics of other dealers. Unable to obtain help 
from any other source, dealers may turn to legislation as 
a last resort. But even as a last resort, dealers should 
make every effort to insure that any legislation adopted is 
constitutional, sound and progressive. No law at all is 
always better than a bad law. 











oe 


By GEORGE M. SLOCUM 


Mark Twain once 
remarked, “Every- 
one always seems 
to be talking about 
the weather but nobody ever 
seems to do anything about it.” 
It would be hardly fair to say 
that nothing was being done 
about automobile driving and 
highway safety in these United 
States, where last year 37,000 peo- 
ple were killed and over 1,250,000 
injured, with a property damage 
of $1,000,500,000. 
oe * * 

IN THE SAME building where 
I am writing this, sits a man 
who is doing something very 
definitely about it and his name 
is Elmer Grierson of the Ameri- 
can Boy magazine, which has a 
circulation of more than 300,000 
to boys whose ages average just 
over 15 years. This publication 
for two years now has been carry- 
ing on a campaign against the 
practice of issuing driving li- 
censes to boys under a reasonable 
age and promoting the teaching 
of sane and careful driving, not 
only to their readers but in high 
schools and colleges. 

ok + * 

SOME FIGURES he gave me 
will undoubtedly surprise you as 
much as they did me. For 
stance, the record of drivers un- 
der 18 years was 43 per cent 
worse than the average for all 
other groups. And persons in the 
15 to 24 age group have had the 
worst record over the last decade, 
reporting an advance of 156 per 
cent in their rate for 1922 to 1935. 
The amazing thing is that there 
are 2,500,000 boys and girls who 
arrive each year at the driving 
age and Grierson quotes authori- 
ties who believe that 2,000,000 of 
these take the wheel for the first 
time and learn to drive an auto- 
mobile or truck. 

* ~ * 


NOW, DISMISSING all of the 
emotional argument for the auto- 
motive industry taking a very 
definite interest in these young- 
sters, it would seem like hard- 
headed business sense to protect 
an up and coming army of pros- 
pects who are going to be the 
buyers of the cars we sell five, 10 
and 20 years from now. Even a 
quack doctor hesitates to pre- 
scribe a poison which is going to 
rob him of a paying patient! 

ok * * 

I WAS CONVINCED ss after 
talking with Grierson that this is 
a part of the campaign for safety 
which we all know is imperative 
and has been neglected. True, 
there are fine programs being 
worked out in many schools and 
high schools where someone has 
learned the facts and taken a 
personal interest in putting the 
facts before, not only the boys 
and girls, but their parents. In 
cities where such campaigns 
have been carried out in the 
schools, the death and accident 
rates have been reduced mate- 
rially, in several cases, almost a 
half. * *« «* 


IN MANY STATES, the age 
minimum for issuing driver's 
licenses is altogether too low. In 
Michigan, for example, it is 14 
and the test given before a boy 
is allowed to take a 100-horse- 
power-juggernaut on our high- 
ways, to meet the present con- 
gested and high-speed conditions, 
is far too superficial. ‘‘SSome sort 
of concerted action must be ad- 
vanced,” says Grierson, “to rem- 
edy these state laws and provide 
for better education in the 
schools.” In England new drivers 
must carry for a six-months’ pro- 
bationary period, big metal tags 
with the letter “L,” which indi- 
cates to others drivers, in both 
directions, that the car is being 
driven by a “learner.” Something 
like that might be a good move 
here! ao * ~ 


GRIERSON FEELS that some 


“YOUTH AT 
THE 
WHEEL!” 





in- | 
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The Cobbler’s Kid 


in This 


s 
Corner 


The views expressed in this column are those of our readers 
and do not necessarily coincide with those of the editors. Readers 
are invited to use this space for voicing their opinions or ideas. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Pro 


With interest we have read 
your article presenting the opin- | 
ion of Mr. Ear! Butler, which was | 
in reply to your editorial of 
Nov. 27. 

We quite heartily agree with | 
you in the expression, that in| 
order to relieve sales congestion | 
that the spread of finance charges | 
be placed proportionately upon the | 
new car, in order that the used 
ear will be delivered to the cus- 
tomer with lower down payment 
and more monthly payments. 

It is the belief of the writer 
that unless this is done, the mar- 
ket will not absorb the number of 
1935, '36 and '37 units which will 
be offered the dealer in the year 
that is ahead. 

This being of vital importance 
to us we are therefore taking the 
liberty of expressing our convic- 
tions to you.—Ray Birch (Ford- 
Lincoln), East Liverpool, O. 


Endorsement 

May we add this letter of en- 
dorsement to your program to 
develop a_ greater equality in 
rates between new and used cars, 
to stimulate the sale of the latter. 
The writer has contended for 
years that the purchase of a new 
car is responsible for the used 
car problem. Sound credit can be 
extended to a used car with the 
same intelligence as is applicable 
to a new car sale. The finance 
companies have created a struc- 
ture whereby the purchaser of a 





motor car manufacturer should 
take up this campaign and would 
probably get loud cheers from, 
not only the parents, but the 
boys and girls themselves. Cer- 
tainly it is a job which should 
have the combined efforts of 
every division of our industry, 
and the AMA and the AAA should 
carry it forward. I would be 
glad to hear how some of our 
ADN readers feel on this sub- 
ject.—G.M.S. 


new car is welcomed with open 
arms to finance his deal, while 
regardless of the character, ca- 
pacity or background the used 
car purchaser has, be continu- 
ously penalized both as regards 
finance rates, down payment and 
monthly installments. 

The whole finance structure 
needs to be overhauled and the 
program you have inaugurated 
followed through to a successful 
conclusion. 

Manufacturers, dealers and fi- 
nance companies would all profit 
by this procedure. There would be 
increased sale of used cars by 
making the terms more reason- 
able to the used car purchaser 
and as a natural sequence more 
used cars could be traded, which 
would result in a sale of a new 


|car for the dealer and the manu- 


facturer. If necessary, the new 
car rates should be increased to 
create an equalizing amount to 
enable the finance company to 
quote lower rates on used cars. 

While this suggestion is par- 
ticularly applicable to late model 
cars, it would be sound to extend 
the idea through the entire used 
car structure. In recent years the 
purchaser has been discouraged 
from the purchase of used cars 
by a down payment and monthly 
installments which frequently ex- 
ceeded the terms he could obtain 
over a longer period of time on a 
new car transaction. This has 
stimulated new car sales and 
helped to intensify the used car 
problem. 

If Automotive Daily News can 
further sponsor this program and 
assist in carrying it through to a 
satisfactory and definite con- 
clusion, it will render a great 
service to all concerned and par- 
ticularly to the dealer group 
which is so sorely pressed for 
some satisfactory solution to used 
car merchandising. 

May we congratulate you on 
your efforts and hope to see your 
objective realized—W. G. King, 
president Richmond Motor Co., Inc. 
(Ford-Lincoln), Richmond, Va. 
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GOOD TERRITORIES 
GOING FAST! 


Crowds pack Graham showrooms... Dealers report record business 

Factory swamped with orders . . . It looks like a landslide to 

Graham this year . ACT FAST WHILE GOOD TERRITORIES ARE 

STILL OPEN... WIRE FOR FRANCHISE FACTS ON GRAHAM’S NEW 
“BIG PROFIT” FRANCHISE TODAY! 


PENNSYLVANIA: “I’m selling Graham’s size 
. the 120-inch wheelbase . . . seats 57 inches 
wide, front and rear. My customers want a big 


FLORIDA: “The Official U.S. Economy 
Championship—23.95 miles on a gallon of 
gasoline! Customers in my territory want 
economy. And Graham gives it to them!” 


OREGON: “Sure, I’m glad I switched. It’s 
the greatest style story of the year! And I’m 
making the best trades in town! Peonle who 
want Graham won’t consider anything else.” 


T LOOKS like a landslide to Graham! In a season when 

most showrooms are empty, people are crowding Graham 
showrooms to see the new car! Graham dealers are report- 
ing record-breaking business. Rush orders are pouring into 
the factory with every mail! 

Dealers have seen the tremendous salesroom play the new 
Graham develops. They’ve heard more people talking about 
it than about any other car. They know that this is the 
hot car... the real money-maker for 1938! And they want 
Graham’s liberal, big-profit franchise! 

Completely New—Not ‘‘Warmed-Over!”’ 
Just think of the story you have to tell when Graham is on 
your showroom floor. You’re selling the only completely new 
car in a year when others have a ‘‘warmed-over” look. 
And it’s the only new car with Supercharger, the most 


car...and I’ve got it—with Graham!” 


sensational engineering development of the past ten years! 
Actually, here’s a car without sales resistance! Everybody 
who sees it wants it. You don’t have to worry about trade- 
ins. Prospects don’t even think of any other car! Because of 
this, you'll be making better trades than any other dealer in your 
communily. And you'll take used cars at truer values! Here, 
at last it seems, is a car that solves your trade-in bugaboo! 
Don’t Wait— Wire Now! 
No wonder the good territories are being snapped up! This 
is the line that means money in your pocket in ’38. Cash in! 
Get the facts now. Send this telegram, COLLECT, to F. R. 
VALPEY, Vice President and General Sales Manager, 
Graham-Paige Motors Corp., Detroit. ‘* 17M INTERESTED. 
SEND FRANCHISE FACTS.” Sign your name, your 
address. Don’t put it off. Do it today. 





OPPORTUNITY FOR SALESMEN AND WHOLESALE REPRESENTATIVES 


1938 is going to be a Graham year. Smart salesmen are switching 
. getting the extra earnings a hot 
line offers. There are real opportunities for high-grade Wholesale 
Representatives—actually we’ve got hundreds of hot prospects. 


to the line the public wants . . 


And you big-quota salesmen—if you’ve been planning to go into 
BUSINESS FOR YOURSELF—this may be your BIG 
CHANCE. Now’s the time—and Graham’s the car. Get the 
facts on the Graham franchise now. 





GRAHAM 


“el with a car thats 
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New World Dealer Sales Record are Set by GM 


‘But Domestic Retail Sales 
Drop During Both Periods 


PRESENT AT PONTIAC dealers December merchandising con- 
ference held in Detroit’s Book-Cadillac hotel this week included: 


top photo, left to right, H. J. Klingler, general manager, Pontiac | 
Motors; and dealers George Anderson, Anderson Pontiac Co., Iowa | 
City, Ia., and C. B. Farrior, Motor Supply, Inc., Laurel, Miss. 


from top, left to right, F. A. Berend, Pontiac advertising manager, 


and E. D. Stewart, Stewart-Obee, Inc., West Palm Beach, Fla. Third | 
photo from top, left to right, H. M. Davis, Davis Auto Co., Inc., Fort | 


Wayne, Ind.; R. P. Fuller, Butler-Fuller Pontiac Co., Lubbock, Tex.; 


B. B. Kimball (standing), 
Motors, and Amond Cooke, 


assistant advertising manager, 
Cooke Pontiac Co., Louisville. 


Pontiac 


from top, left to right, George R. Theobald, George T. Theobald Co., 


San Jose, Calif.; 


of west. 


Bruce Goffe, Bruce Goffe Motor Co., Salina, Kans., 
and O. M. Dahl, Pontiac assistant general service manager in charge | 
Bottom photo shows, left to right, E. 


J. Gibson, Gibson 


Motor Co., Spokane, Wash.; Frank Williamson, Frontier Pontiac, 
Inc., Fort Worth, Tex.; K. T. Palmer, Palmer’s Garage, Inc., McKees- 
port, Pa.; E. W. Froehlick, of MacManus, John & Adams, Inc., and 


J. Villa, Schwarb-Villa, Inc., Buffalo. 


Freight Limit Bill Seen 


As Menace to Motorist 


CHICAGO.—An increase in 
grade crossing accidents involv- 
ing freight trains and motor ve- 
hicles appears inevitable if the 


by this session of congress. 


so-called car limit bill is passed |nOwW being 


officials of the Chicago Motor 
club. Passage of the bill, which 
would limit the length of freight 


trains to 70 cars, will require the | 


operation of more trains to| 
transport the amount of tonnage | 
carried, the motor | 
|club pointed out in a _ special 


This prediction was made by | bulletin. 





Santa Now Rides 


Astride a Trailer 


MT. CLEMENS, Mich.— 
Abandoning his slow-mov- 
ing reindeer, Santa Claus 
has taken to a trailer to 
speed his arrival. At least, 
he arrived in Mt. Clemens 
home town of Covered 
Wagon Co., aboard the top 
of a custom model Covered 
Wagon and was paraded 
around the city before be- 
ing presented with the keys 
to the city by the mayor. 

In co-operation with the 
Mt. Clemens board of com- 
merce and the Mt. Clemens 
Daily Leader, the Covered 
Wagon Co. provided a trail- 
er on top of which a spe- 
cially designed throne was 
placed. 








Cowling Resigns 
As General Sales 





Manager of Ford 


DETROIT.—William C. Cowling 
last week announced his resigna- 
tion as general sales manager of 
the Ford Motor 
Co. Cowling, as- 
sociated with 
the company 
since 1913, be- 
came sales man- 
ager in 1931. 


Stating that 
he will re-enter 
business later, 
Cowling said, 
‘TIT am not yet 
ready to reveal > 
the nature of W. C. Cowling 
the business, but it is all set. I am 
going to take a much-needed va- 
cation first. 

“There is nothing sensational 
about my resignation. My rela- 
tionship with the Ford Motor Co. | 
has been very pleasant indeed.” 





Fresno’s Show 
Sets Attendance, 
Sales Records 


FRESNO, Calif.- The 1937 Cen- | 


Fresno’s first show in nine years, 
was easily the greatest automo- 
tive salon ever held in the cen- 
tral California metropolis. 


Attendance exceeded all expec- 
tations of the exhibitors, the 
spacious Memorial Auditorium, 
with its huge balcony, being 
packed almost to capacity every 
evening of the four-day show 


actual buying at the Fresno show. 
| And, in addition to the business 





Second | 


Fourth | 


done at the show, every one of 
the 15 dealers who exhibited re- 
ported many live prospects for 
| immediate follow-up. 

There were 18 makes displayed, 
including the new Fords, shown 
for the first time at any Pacific 
coast show. Veteran automotive 
men claim that it was the most 
comprehensive, as well as the 
most colorful, show ever staged 
in any interior California city. 
| Following the example of San 
Francisco shows of recent years, 
entertainment was featured each 
afternoon and evening. Some of 
the best stage and radio talent 
available on the Pacific coast was 
imported for the occasion, and a 
well known orchestra furnished 
music both afternoons and 
evenings. 

Optimism was the keynote of 
the Fresno show, and the en- 
| thesioens created by the exhibit 
| has strengthened the morale of 
dealers throughout the entire cen- 
tral California region. 


Wednesday by 


ers 


with 


| tools, 


period; but best of all, there was |~ 


NEW YORK.—New high rec- 
ords in world sales to dealers 
during November and the first 11 
months of the year were reported 
General Motors 
Corp. Domestic retail sales, how- 
ever, dropped during both 
periods. 

World dealer sales in November 
were 195,136 units, compared with 
166,939 in October and 191,720 in 
November last year, the previous 


| high record for the month. 


Sales to United States consum- 
were 117,387 units against 
107,216 in October and 155,552 in 


| November, 1936. 





Sales to United States dealers | 


were 153,184 units against 136,370 
| last month and 156,041 in Novem- 
| ber last year. 

Sales to United States dealers 
for the 11 months ended Novem- 
ber also established a new high 
for a comparable period, totaling 

1,571,792 units, 
1,485,529 units in the same period 
last year. The previous eleven- 


|the -Ford Motor Co. on 


month record was 1,499,370 units | 


in 1929. 


World sales to dealers for the | 


first 11 months established an- 
other record at 1,956,453, against 





Nov. Plant Orders |: 


At Graham Beat 
Record by 100% 


DETROIT.—More than _ twice 
as many orders were received by 
Graham during November for the 
1938 model than in the best 
previous November in the history 
of the company, according to 
figures by the Graham statistical 
department. The former high 
November was in 1928. 

To meet the demand for the 
new model, officials said. 
ham is working five days a week 
indications that this work 
schedule will be continued into 
the spring months. 

Because of its late start on pro- 
duction, due to delay on dies and 


resent little more than a 
| sampling of the dealer body. In 

many instances, according to F. 
P. Valpey, vice-president 
general sales manager, 
currently being shipped are for 
immediate delivery to 


| customers. 


CANTON, O.—V. H. Snider has 
been elected president of Stark 
County Automotive Maintenance 
Assn., Inc. Other officers are Carl 
Zettler, vice-president; Lester 
Nimon, treasurer, and J. L. Albright, 
secretary. 


Gra- | ”' 
| signer 


the November orders rep-| 


| of 





and | 
the cars | 


retail | 


1,798,576 for the 1936 period and 
compared with 1,859,045 in the 
same period of 1929, the previous 
record. 

Sales to consumers in _ the 
United States for the first 11 
months were 1,504,533 units, com- 
pared with 1,546,741 in the simi- 
lar 1936 11 months. 


Ford Contracts 
For Large Plot 
At N. Ys ; Fair 


NEW YORK. Participation of 
a large 
scale in the New York World’s 
Fair 1939 was assured this week 
through the signing of a contract 
by Grover A. Whalen, president 
of the Fair Corp. Edsel B. Ford, 


“® | president of the Ford company, 
compared with | 


had already affixed his signature 
in Dearborn, Mich. 

The contract is for 298,718 
square feet of space in one-half 
a huge plot of the Grand 
Central parkway extension in the 
fair’s transportation zone and 
forming the backdrop of the 
Central Mall of the exposition. 
The plot, rented at a cost of 
56,009, is the largest so far con- 
tracted for by an individual ex- 
hibitor. 

Three representatives of the 
Ford company, present when 
Whalen signed the contract, were 
Cc. A. Esslinger, manager of the 
Ford plant at Edgewater, N. J.; 
Louis C. Disser, of the purchas- 
ing department, and Fred H. 
Schumann, also of that depart- 
ment. 

Details of the Ford exhibit 
plans are not yet ready for an- 
nouncement, but the architect of 
the structure to be erected has 
been selected, as well as the de- 
commissioned to design 
the new forms of presentation. 


$10,000,000 Waste Laid 
To Bad Brakes, Wheels 


SPRINGFIELD, Mass. — Ap- 
proximately $10,000,000 is wasted 
annually in the United States be- 
cause motorists fail to correct 
faulty brakes and wheel align- 
ments, according to Col. Charles 
E. Speaks, president of the Fisk 
Tire Co. 

This figure, he said, was based 
only on needless tire wear and 


Snider Heads Repairmen | did not include damages result- 


ing from accidents caused by 


those conditions. 


ADN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries. 





OLD FRIENDS MEET AGAIN. 


Shown is a 1909 deluxe sport 


model Chalmers, with Frederick O. Bezner, one of three original 


founders of Hudson Motor Car Co., at the wheel. 


Others are, left 


to right, Logan T. Wood, vice-president, Gar Wood Industries, Inc.; 
H. W. Kizer, Texaco superintendent of motor equipment, and Frank 


H. Dewey, Gar Wood executive. 





Styling as different as it is 
beautiful, for this bigger-look- 
ing, better-looking low-priced 
car. 


Smooth—powerful—positive 
++. the safe brakes for modern 
. travel . : . giving maximum 
motoring protection. 


(WITH SHOCKPROOF STEERING) 
So safe—so comfortable—so 
different .. . “‘the world’s finest 
ride.”’ 


*ON MASTER DELUXE MODELS ONLY 


The famous Chevrolet trade-mark — 
for 27 years the symbol of savings— 
has long been accepted by the public 
everywhere as the mark of a superior 
motor car, and as the emblem of a 
superior type of dealer. Already, the 
1938 Chevrolet is bringing added 
prestige to this famous symbol, 
promising a continued increase in the 
number of Chevrolet owners and in the 
prosperity of Chevrolet dealers. 
CHEVROLET MOTOR DIVISION 


General Motors Sales Corporation 


DETROIT, MICHIGAN 


(WITH SAFETY GLASS ALL AROUND) 
Larger interiors—lighter, 
brighter colors—and Unisteel 
construction, making each body 
a fortress of safety. 


Giving the most efficient com- 
bination of power, economy 
and dependability. 


Giving protection against 
drafts, smoke, windshield 
clouding, and assuring each 
passenger individually con- 
trolled ventilation. 


WHEN YOU HAVE THE YOU HAVE FRIENDS 
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Dealers Ur e Change in Advertised Car Prices 


Sales of Buicks | ugaaaap=sqgeo es ™ Syracuse Assn. Suggests 
Hit 19,237 Units be ake Addition of Local Costs 


e 
During re -| i ; ts 
g Nov € mber = Spe ial t 1utome tive Daily Vews Automobile Dealers Assn., Inc., 
FLINT.— Domestic retail de- fe SY RACUSE. Addition to the| views with great concern the 
cation of Buick motor ence Gur advertised factory retail delivery | practice recently initiated by 
ing November totaled 19.287 unite cost of all legitimate charges in-|s9me automobile manufacturers 
compared with 17,960 in the pre- | curred by dealers in preparing | which have advertised retail de- 
Selig mouth ond with 18408 ia ; | passenger cars for delivery to the | livery prices of automobiles in 
November a year ago, W. F. Huf- . | purchaser, is urged by the Syra-|this city below the price which 
stader, general sales manager “ : wee |cuse Automobile Dealers Assn.,/ must be charged by the dealer 
announced this week. | a es _ Riau ance nae eee ee Dee oe ae 
agp ; 2 \é é acturers. discount agreed upon whe 
A goo —- = pone co Rp te or ; eT THE CONTRACT by which Ford Motor Co. rents the; The recommendation, accord-| signs the aa duane coaanuae 
Reelin of 348 care br 07 - : | largest ex ibit area yet taken for New York’s World Fair, 1939. Con- | ing to the SADA, arose out of the | and, ; 
oa. ice a a a -_ signed in Dearborn by Edsel Ford, is here being signed by | factory advertising of retail de- WHEREAS: the Syracus 
stader said. He éetneed that a "| Grover A. Whalen, president of fair association, while C. A. Esslinger, | livery prices in Syracuse below | automobile Dealers pat In . 
ee ai Progen Sag 7 ~~ of Ford plant in Edgewater, N. J., left, and Louis C. Diesser,| the price which must be charged | after careful study of the. oul 
ae aeeaah nes aaa aad oO ord purchasing department, right, look on. | by "a. dealer in order that he possible earnings of the doaiin 
, he affe . - - | may retain the discount stipulated ar af hcns: 2 . : 
masa ae oe oe days and 7,360 in the correspond- | States retailed 26,781 used cars lin his contract with the laters: his eee eee ar oa 
a sot a » compared | ing period last year. ; | during November as against 25,-| The resolution is as follows: shi aa b : d re de . 
638 previous 10 Buick dealers in the United | 960 in the preceding month. | “WHEREAS; the Syracuse isalsenate daaaea Pa = 
ae a I ee & é Ss y 
|him in preparing the automobile 
|for delivery to the purchaser; 
and, 

WHEREAS; we firmly recom- 
mend the items of, 1—full trans- 
portation charges; 2—all han- 
dling charges; 3—loading and 
|}unloading charges; 4—condition- 
jing charges; 5—advertising 
|charges, if paid by dealer; 6— 
necessary gasoline, oil and anti- 
freeze solution; should be added 
to the factory retail delivery cost 
of the vehicle; now, therefore, 

BE IT RESOLVED that this 
sentiment be again affirmed to 
the automobile manufacturers 
and that the action of this as- 
sociation be transmitted to the 
other local and _ state dealers’ 
associations and to the automo- 
tive newspapers and trade pub- 
lications.” 


Nash Maa Sales 
Increase 22% In 
New York Area 


NEW YORK.—Retail deliveries 
of new Nash cars in the New 
York territory continued on an 
upward trend during November, 
making the month one of the 
best ever experienced by the 
dealers here, according to R. H. 
Israel, president Nash Motors Co. 
of New York. 

Reported retail deliveries in 
November were 22 per cent above 
those for November a year ago, 
land 17 per cent greater than 
those in October, the month when 
ithe 1938 Nash cars were intro- 
| duced, Israel stated. During the 
new car announcement period 
| this year—October and November 
| —reported deliveries showed a 45 
|per cent gain over the corre- 
sponding announcement period of 
last year, he said. 

Encouraged by the continued 
upward sales trend, Nash dealers 
here and throughout the United 
|'States are launching a demon- 
| stration campaign built around 
the new Nash _ conditioned -air 
ears for winter driving. 

Courtney Johnson, general sales 
| manager of Nash Motors, came to 
New York to help local Nash 
officials launch the activity. 











Unper a blazing sun, a sturdy tractor pulls a reaper that — by Private Line Teletypewriter Service. This was done. 
harvests the rich, yellow grain. Only a few months ago, Now, “teletypewritten” instructions form the basis of 


this same tractor rolled out of International Harvester’s manufacture and management. Typing-by-wire facilitates 


“Something New”’ 


tractor works... an example of efficiency and well- _ the handling of matters requiring fast, typewritten com- 
JUSTRIGHT PROCESS 


BRIGHT ZINC 


. , teatt > Pe > ape Cec 1 “hie: 1 1 i i 
communication between general offices in Chicago, the the benefits in savings and in better customer service. |Electro-Plate Rust Proofing 


ordered manufacture. munication —rush orders, changes, tracers, production 


When this company wanted a swifter, surer means of and shipping information. International Narvester reaps 


Chicago works, the tractor factories at Rock Island, IIL. If your business has a communications problem, it, e 

and Milwaukee, Wis., and the motor truck g too, might be solved profitably with the help 

works at Springfield, O., and Fort Wayne, Ind., of Bell System representatives. They will be ATLAS METAL PLATING 
ay « «le asl 4 . a 2 2 Le g 1 'ePS > ; ; : 

they asked Be'] System representatives to help. Aan a. glad to get together and talk it over. Call your | 1570 E. Larned RA. 9149 

A joint study showed all points should belinked  * local telephone office. There’s no obligation. DETROIT 
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Oct. Parts Sales Index Jumps to 160% of Base 


But Replacement Parts, 


Shop Equipment Declines 


NEW YORK.—According to 
manufacturers reporting’ their 
monthly business figures to Motor 
and Equipment Manufacturers 
Assn., original equipment ship- 
ments for October jumped up- 
ward as they have each year for 
that month since car models 
have been introduced earlier. 
Accessories shipments likewise 
increased while replacement parts 
and shop equipment shipments 
declined. 

The grand index for all 
branches of the industry in 
October rose to 160 per cent of 
the January 1925 base as com- 
pared with 149 per cent for Sep- 





Nov. Production 
Placed by AMA 
At 363,538 Units 


DETROIT.— November factory 
sales of American automobile 
manufacturers are estimated at 
363,538 cars and trucks by the 
Automobile Manufacturers Assn. 

The AMA estimate compares 
with ADN’s previous projection 
of 365,486 units for November. 

On the basis of the AMA esti- 
mate, November operations repre- 
sented an 8 per cent increase 
over the preceding month and a 
10 per cent decrease from No- 
vember, 1936. 

Factory sales for the 11 months 
period of this year were placed 
by AMA at 4,656,530, or 14 per 
cent above the 4,097,316 units sold 
during the corresponding period 
of last year. 

The AMA report, which is 
based upon factory shipments, is 
summarized as follows: 

November, 1937 

October, 1937 

November, 1936 

11 months, 1937 

11 months, 1936 


Roe is President 


Of Cheyenne Assn. 


CHEYENNE, Wyo.—Floyd Roe 
of the Roe Motor Co., distributors 
of Plymouth and Chrysler, was 
elected president of the Cheyenne 
Automobile Dealers Assn. at the 
annual meeting. 

Jerry Duggan, proprietor of the 
Duggan Motor Co., Hudson- 
Terraplane, was elected vice- 
president, and William F. DeVere 
was elected secretary. 


Penna. Faces $9,000,000 


Road Fund Loss in 1938 


HARRISBURG, Pa. (UTPS).— 
Warra: Van Dyke, secretary of 
highways, estimated Pennsylvania 
would lose highway construction 
work valued at approximately 
$9,274,000 during 1938-39 under 
President Roosevelt’s recommen- 
dation for a drastic reduction in 
the government’s federal-aid al- 
locations for highway work. That 
amount, Van Dyke said, included 
approximately $5,462,500 in direct 
grants anticipated from the fed- 
eral government and money 
which the state would have con- 
tributed as its share. 

Van Dyke pointed out that 
Pennsylvania’s federal-aid pro- 
gram totaled $15,972,000 for 1937- 
38 and estimated the President’s 
recommendation would reduce the 
amount to $6,698,000 the next 
year. 


363,538 
337,979 
405,799 
4,656,530 
4,097,316 


Steel Rate Down 


NEW YORK.—tThe operating rate 
of steel companies will be 27.5 per 
cent of capacity for the week ending 
Dec. 11, compared with 29.6 per cent 
one week ago, 41 per cent one month 
ago and 76.6 per cent one year ago. 


tember and 138 per cent for 
October 1936. 

Shipments to vehicle manufac- 
turers for original equipment in 
October advanced to 176 per cent 
of the base, which compares 
with the 149 per cent registered 
in September and 144 per cent for 
October last year. 

Service parts shipments. to 
wholesalers for October dropped 
to 154 per cent from the 164 per 
cent indicated in September. In 
October 1936 the index stood at 
158 per cent. 

Accessories shipments to whole- 
salers in October again gained 
several points, standing at 147 
per cent of the base index, which 


cent for September and 99 per 
cent in October 1936. 

Service equipment shipments 
to wholesalers in October de- 
clined to 130 per cent of the base 
as compared with 148 per cent in 
September and 109 per cent in 
October 1936. 


Bendix Making New 


Type Brake Lining 


SOUTH BEND.—A new type 
zinc - grid - backed molded brake 
lining, applicable to internal type 
brakes, is announced by G. L. 
Everback, sales supervisor of the 
brake and lining division of 
Bendix Products Corp. 

The new product, Eclipse Bull’s 
Eye Brake Lining, is designed to 
supplement Eclipse Roll Molded 
linings and is offered in 25 ft. 
rolls in sizes from 1%” wide x 
5/32” thick, up to 5” wide x 4” 





| Special to Automotive Daily News 

SAN ANTONIO, Tex. — With 
Ford sales off in anticipation of 
}new models, with new car de- 
|liveries slow on some cars and 
with business rather jittery over 
the highly-publicized anticipated 
| depression, new car sales here for 
| November reflected the effects of 
circumstances, with the lowest 
sales volume since 1934. 


Total new cars, commercial 
units and trucks sold here during 
November were 539. Of these 459 
were passenger cars, 53 commer- 
cial units and 27 trucks. Sales, 
according to the 
makes, were as follows: 


| Buick, Buick, 62; Cadillac, 2 





Chev- 


individual | 


San Antonio Sales Reflect 
Pessimism During Nov. 


rolet, 144 (plus 26 commercial 
units and 17 trucks); Chrysler, 
16; DeSoto, 4; Diamond T Truck, 
1; Dodge, 23 (and six commercial 
units); Federal Truck, 1; Ford, 
37 (and 10 commercial units and 3 
trucks); Graham, 5; Hudson, 19; 
IHC Truck, 9 commercial units 
and 3 trucks; LaSalle, 10; Lin- 
coln, 1; Lincoln-Zephyr, 8; Nash, 


|1; Lafayette, 6; Oldsmobile, 26; 


Packard, 11; Plymouth, 39; Pon- 
tiac, 23; Studebaker, 23; Willys, 4 
Registrations by out - of - county 
dealers, 2 Plymouths. 


November sales for 
years were as follows: 
| 1933, 372; 1934, 472; 
1936, 898; and, 1937, — 6 


previous 
1932, 185; 
1935, 755; 


can be compared with 128 per 











thick. 


JOE BLODGETT 


66Q.TAINLESS STEEL? Sure I’ve 

heard about it. Why ever since 
the boss had this place fixed up with 
stainless steel last winter, he’s been 
pleased as Punch. Makes a big differ- 
ence in business—people keep coming 
back for more. 

“Just look at that coffee urn shine. 
Five minutes ago I wiped it down with 
a damp cloth. That’s all. Last year it 
would have taken me over an hour to 
do that job. Why it used to be as hard 
to clean off dirt and grease stains as 
it is to polish an automobile. 

“Say! There’s an idea. Why don’t 
some of these automobile people put 
stainless trimming on their cars? Be- 


ays a Mouthful! 


to automotive manufacturers 
who want his order for 
73,000 new cars this year* 


lieve me, that would save me plenty 
of hours of hard work. 

“Next spring, when I trade in the 
old bus, I’m going to look for a car 
that’s trimmed with stainless steel.” 


Important to Automotive Manu- 
facturers are the sales advantages that 
can be achieved by standardizing on 
trimming of U-S-S Stainless Steel. 
Buyers of your 1938 models know this 
brilliant, virtually indestructible 
metal... they recognize it as the only 
known metal that will not tarnish, 
rust, or pit. They know that stainless 
steel used in radiator grilles, hub caps, 
bumper bars, window frames, door 


* JOE BLODGETT represents a vast 
army of restaurant owners, managers, 
and workers, 495,752 in all, who will, 
according to the best available esti- 
mates, purchase 73,000 new cars this 
year. These people know stainless steel 
through its wide usefulness in restau- 
rant equipment. They want its advan- 
tages in the automobiles they drive. 
Manufacturers who give them stainless 
steel trim will enjoy a profitable sales 
advantage, and as Joe says “will keep 


them coming back for more.” 


handles, and other bright metal parts 
will save them hours of hard work in 
polishing, and will always look “brand 
new.” 

Give the Car Buyer More Stainless 


Steel, and He’ll Be Glad He Bought 


Your Car. 


US'S STAINLESS STEEL 


AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 


UNITED “STATES SB tre L 


NATIONAL TUBE COMPANY, Pittsburgh 


Columbia Steel Company, San Francisco, Pacific Coast Distributors * United States Steel Products Company, New York, Export Distributors 





Income-Ex pense Margin | 


WASHINGTON. 
of not less than 20 per cent in 
aggregate gross revenue is re- 
quired to place the motor carrier 
industry “in a proper economic 
position to permit carriers to 
maintain adequate service” the 
interstate commerce commission 
was told this week by the Amer- 
ican Trucking Assns. C. G. Moore, | 
secretary of the ATA spoke for| 
the truckers during the ICC hear- 
ing on the railroads petition for | 
higher rates. 

“Inasmuch as the _ railroads 
have applied for only a 15 per 
cent increase that is all we can 
expect to get for competitive 
reasons,” Moore added. 

Moore introduced an_ exhibit, 
prepared by the ATA national 
revenue committee, which showed 
that the ratio of total expense to 
gross revenue for 434 representa- 
tive carriers was 97.52 in 1936 and | 
99.65 in the first nine months of | 
1937. Gross revenue of the report- 
ing truckers totaled $91,633,079 in 
1936 and $78,844,247 in the first 
nine months of 1937 which would 
amount to $105,125,661 if equated 
to a 12-month period. Total ex- 
pense in 1936 was $89,358,468 and 


An increase 


compares with $78,571,214 actual} 


for January-September, 1937 and 
$104,761,618 equated for all of 
1937. This indicates, he said, an 
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Trtickers Held in Need of 20% Revenue Boost 


Increased Costs Cutting 


enue and an increase of 17.24 per 
cent in expense from 1936 to 1937. 

Moore 
the 


revenues and expenses are in- 
creases in the cost of labor, tires, 
fuel, taxes, insurance and general 
supplies. He said that the average 
| price of truck tires had increased 
|/18.45 per cent during the first 
eight months of 1937, while the 


cent and the cost of gasoline 5.45 
per cent. 

“The expenditures for the in- 
dustry as a whole have already 
equaled and in some territory 
have exceeded the total receipts,” 
Moore stated. “There is evidence 
to indicate a continuation of the 
rise in costs. Social security taxes 
| have statutory provisions for in- 
creases. There no longer exists a 
margin within which the existing 
rates can absorb the increasing 
cost.” 

While there are some instances 
where trucks can command a 
premium for their services, Moore 
said, “until such time as proper 
cost studies have been made, to 
determine costs for both motor 
carriers and rail carriers, and to 
determine their relative economic 





advantages, with respect to par- 


increase of 14.72 per cent in rev-' ticular traffic, the motor carrier 


a aga, 


MANUFACTURER 


ENGINEER 


CAR DEALER 


MOTORIST! 


HE acceptance of the Bendix Drive 

by all who make, sell or drive auto- 
mobiles speaks volumes for the excel- 
lence of “the mechanical hand that 
Their approval, won 
by its own inherent advantages, has 
made Bendix Drive the world’s most 
widely used automotive component. 

Since the first cars were automati- 
cally cranked by Bendix Drive, this 


cranks your car.”’ 


ECLIPSE 


pointed out that among | 
factors which contributed to 
|the diminishing margin between | 


|cost of tubes had risen 14.55 per | 





DELIVERY OF FORTY new 1937 Chevrolets by Ernest Ingold, Inc., San Francisco, to the police 
department is believed to be one of the largest single orders ever filled by a Pacific coast Chevrolet 
dealership. Pictured here lined up in front of the new headquarters of Ernest Ingold are a group of 


the cars—all that could be fitted 


into the picture. 


In the foreground are the men who completed 


this record sale, left to right, George Olsen, vice- president of the firm; T. A. Brooks, city purchas- 
ing agent; Ingold; William J. Quinn, chief of police; and Jesse Levy, manager of fleet sales for the 


Graham Field Men Report 
Cheerful Sales Outlook 


DETROIT.—Optimistic pictures 


Ingold firm. 


industry as a whole, is bound to 
a large extent by the competitive 
rate situation.” 


|per cent for the Special and 45 


remarkable invention has performed 
brilliantly. Adaptable to every type of 
starting control—floor button, clutch 


or accelerator pedal, dash button or, 


with Startix, completely automatic 
switch-key starting—the Bendix Drive 


every day. 


MACHINE 
ELMIRA, NEW YORK 


There’s a Bendix Drive for every size 
and type of automobile, marine or 
Diesel engine. Renewal parts and com- 
plete replacement drives are available 
in every civilized country. In addition, 
a liberal Exchange Plan serves the 
convenience of motorists and dealers 
throughout the United States. 


unfailingly starts millions of motors 


| year, 
| ham’s sales will be to ‘price’ buy- 


| higher-priced cars in the line. 


| which the sales managers brought 
to Detroit included that Graham 


‘Open House Aids 





COMPANY 


(Subsidiary of Bendix Aviation Corporation) 


of Graham dealers’ outlook in 
various sections of the country 
were presented here this week at 
a meeting of four divisional sales | 
managers with F. R. Valpey,| 
Graham general sales manager, 
and other factory officials. 

It was the first sales managers’ 
conference to be attended by Wal- 
ter F. Wright since his recent ap- 
pointment to head the eastern di- 
vision for Graham. It was also 
one of the first conferences of this 
kind to be attended, under the| 
Graham banner, by two of the re- 
maining three members of the 
quartet. George Curry, southern 
sales manager, is a recent ap- 
pointee, and so is Larry Burns, 
central sales manager. The fourth 
member, Del N. Larson, is an old 
hand at the business of making 
trips to the Graham factory to 
report progress in his western 
division. 

One fact which popped to the 
surface during the talk-fest, and 
was immediately skimmed off by 
Valpey for use in _ scheduling 
manufacturing operations, was 
the ratio of business being done 
by Graham dealers as between 
the various models in the line. 

Twenty-five per cent of dealers’ 
current orders, the field men re- 
ported, are of the Standard, 30 


| 





per cent for the Superchargers. 
“In other words,” said Valpey, 

“if this ratio holds for the entire 

only 25 per cent of Gra- 


per cent will be to 
who will want the 


ers and 75 
customers 


Other cheerful! information 


Sales in Portland 


PORTLAND, Ore.—Portland au- 
tomobile dealers report that their | 
annual open house held in place | 
of the usual show, brought in- 





| creased interest and sales. 


Catlin Wolfard, president of the | 
Automobile Dealers’ Assn. and | 
who headed.the activities, advised | 
that all dealers were especially 
pleased with the public response. 

Special displays were made by 
all dealers, and prizes given for 
the best display of dealers on east 
and west side. 


dealers, as a whole, are in a for- 
tunate position as regards used 
car stocks. 

Curry said that distributors in 
the south are assuring him that 
they can do two or three times 
the volume with the 1938 cars 
than they did in 1937. Burns re- 
ported that business in his mid- 
west territory is generally good 
except in a few isolated spots. 
Wright declared that in the east 
there are insistent demands for 
more cars, and a long list of ap- 
plications for dealer franchises 
which are being sifted as rapidly 
as possible. 


hawv146a 


18-8 STEEL 
URGED ... 


FOR AIRCRAFT STRUCTURES 


The great physical strength of 
stainless steel which has revolu- 
tionized the building of high-speed 
railroad trains, naval superstruc- 


|tures and motor truck bodies is 


rapidly coming to the fore in air- 
plane construction. E. J. W. Rags- 
dale of the Budd Manufacturing 
Co., at the recent National Air- 
craft Production Meeting of the 
SAE in Los Angeles, advocated 
the development of aircraft struc- 
tures fabricated from the high 
tensile, stainless steel alloys of 


| the 18-8 (18 per cent chromium— 


8 per cent Nickel) type. He 


pointed out that the 18-8 Stainless 


Steel is cheaper pound for pound 
than the commonly-used light 
weight alloys and comes ready 
for use without further heat treat- 
ing or other preparation. Fabrica- 
tion by the modern methods of 


|spot welding makes this material 


quite adaptable 
to the production 
process in any 
plant. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 


© 
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October Overseas Car Sales Jump 8% Over Sept 


Exports are 45 Per Cent 
Over Ten Months of 1936 


Special to Automotive Daily News 

WASHINGTON.—With the re- 
sumption of production activities 
during October, overseas sales of 
automotive products amounted to 
$26,428,054, an improvement of 8 
per cent over the $24,260,418 re- | 
ported in September, and 59 per | 
cent higher than the figure of | 
$16,556,320 representing October | 
of last year, according to sta- 
tistics released this week by the 
department of commerce. 

Export shipments for the first 
ten months were valued at $288,- 
609,324, an increase of 45 per cent 
over the figure of $198,924,817 re- 
corded for the January-October 
period of 1936, it is shown. 


pacity classes, although the num- 
ber of trucks having a capacity 
of over one and one-half tons 
was increased. Bus chassis were 
also reduced from the September | 
total. Argentina, France, Portu- 
gal, Australia and the United 
Kingdom represented the lead-| 
ing purchasing countries for the 
month. 

The export value of miscel- 
laneous automotive products, 
amounting to $9,368,562, was re-| 


| duced from the September total | 


of $11,184,916, largely because of | 
the natural falling-off in ship- 
ments of parts for assembly and 
automobile engines for assembly. 
The demand for replacement | 
internal com- | 


| ($509,545) 


| ($26,640); 
| 592); 


and . motorcycles, was heavier 
than during September. The 
valuations for the various items 
of the miscellaneous group, with 
September figures in parenthesis, 
are as follows: Parts for assem- 
bly, $3,161,150 ($5,302,743); auto- 
mobile engines $410,586 ($853,499) ; 
replacement parts, $4,177,649 ($3,- 
557,621); accessories, $614,941 

service 
($450,469) ; 
($45,717); motorcycle 
and accessories, $29,966 
trailers, $60,123 ($51,- 


$518,476 
$69,081 
parts 


engines, $206,816 ($135,405). 


Fuel Collections U p 


OKLAHOMA CITY.—Gasoline tax 


collections for the first five months | 


of this fiscal year amounted to $7,- 
204,542 as compared to $6,502,939 
for the same period last year. 


appliances, | 
motorcycles, | 


internal combustion marine | 


| average was 


Upswing in Used Car Sales 
Noted . Boston Dealers 


hecial te dutor tve Dai 
BOSTON.—Used car ‘ania took 

an upward swing during the last 

10 days in Boston, 


Prices of used cars have been 
dropped to the level of last July, 
and inventories of new and used 


cars are not considered too high | 


if sales begin to edge up. 
There has been indications of 


|a pickup in business in Boston 


in the last two weeks, but the 
lower than in the 
same period of 1936. Until leather 
prices are clarified and _ the 
threatened Czechoslovakia treaty 
on shoes is settled at Washing- 
ton, Massachusetts boot and shoe 


with business | 
also slightly better in new cars. | 


| Madison 


Dealers are now cutting prices 
on 1937 models. That is a handi- 
cap in moving used cars at prices 
from $600 up. It is the ’37 cars 
which are blocking the works. 


Henry R. Ritter 

MADISON, Wis.—Henry R. Rit- 
ter, 68, oldest automobile dealer in 
in point of continuous 
business and a past president of the 
Madison Automotive Assn., died 
Dec. 2 in a local hospital following 
an operation. Mr. Ritter opened his 
first garage here in 1910 and was 
one of the five members of the 
automotive association to promote 
the first automobile show here 26 
years ago. 


For a fresh automotive viewpoint, 


To feel the pulse of the industry, 
consistent reading of Automotive 
Daily News is a necessity. 


parts, accessories, 
| bustion marine engines, and serv- 
ice appliances, as } well as trailers | 


Passenger car deliveries, which 
naturally were seasonally off dur- 
ing August and September, ac- | 
counted for 17,199 units, valued 
at $10,378,718, as compared with 
5,999 and $3,140,018 in September 
and 9,747 and $6,111,642 in Oc- 
tober of 1936. Improvement was 
general in all price classes. The 
Union of South Africa retained 
its position as the chief outlet for 
passenger cars and was followed 
by Belgium, Australia, Canada 
and Argentina, all of which regis- | 
tered increased purchases as 
compared with the _ preceding | 
month. 

Shipments of commercial ve- 
hicles declined from 15,161 units, | 
valued at $9,935,484, in September, | 
to 8,300 units, worth $6,680,776, | 
for the month under review. | 
Valuations were down in _all ca | 


1938 Ford va 


Spurs New Car 


makers are marking time with 
many workers laid off. 








read George M. Slocum’s “A Word in 
Edgewise.” 


SOREL 








Sales in Seattle 


SEATTLE.—The new car sales | 
trend has been upward here since | 
the Ford announcement last 
week. Used car sales continue 
slow, with stocks naturally in- 
creasing somewhat past 10 days, 
as new car sales gain. 

Inventories are slightly in ex- 
cess of a year ago. The used car 
price trend is downward, with 
several dealers circulating broad- 
sides offering free financing. 
Cuts range from 5 per cent to 10 
per cent. The 1934 models are 
selling best, with 1930’s and 
earlier vintage and 1937’s hard- 
est to move. 

New 1937 cars in stock are not 
a serious problem, these mostly 
including Packards, Fords and 
Chryslers, and Chevrolet, Ford | 
and Dodge trucks. 

The general employment trend 
is downward here, except in de- | 
partment a and ad gift stores. 


Technology is Tardy, 
Kettering Tells Bankers 


DETROIT. — Technology is be- 
hind the time, Charles F. Ketter- | 
ing, vice-president of General 
Motors Corp. in charge of re-| 
search, told members of _ the 
Bankers’ Club of Detroit at their | 
40th anniversary dinner here 
Wednesday night. 

Kettering said that the oft-re-| 
peated statement that technology | 
has outrun social progress is er-| 
roneous. “Technology,” he _ said, 
“is behind the time. The advances 
that have been made to date are 
nothing as compared with the ad- | 
*vances that remain to be made.” 





The valve mechanism on” 


renewed easily iP only o few 
. Re ploceable ports a"? 


second 
most PRACTICAL 


The girtight valve cop com” 
pletely closes the valve mouth, 


| % and dirt. A 
gt excluding dust 
Suit ened | E “as mn double sea! is SAFEST 
COLUMBUS, 0O.— Attorney-Gen- : " : 


eral Herbert S. Duffy re-enteréd in | 
the Ohio supreme court this week | 
his suit to prevent the Western 
Auto Supply Co. of Kansas City, 
Mo., from guaranteeing automobile | 
tires which it sells. Duffy withdrew 
a similar suit two weeks ago, after 
being advised that the company has 
stopped issuing such guarantees. He 
said he had learned that the prac- 
tice had not been stopped, however. 





Mich. Sales Tax Collections Up. $7 00, 000 3 in Nov. 


Year’s Receipt: P 
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ts Increase 


$7,750,000 Over ’36 Period 


in October in addition to being 


LANSING.—Michigan sales tax 


collections in November passed 
the five million mark for the 
fourth time this year, making the 
past month the best since June, 
according to Draper Allen, man- 
aging director of the state board 
of tax administration. The No- 
vember collections totaled $5,117,- 
096 as compared with $4,419,336 
for the same month in 1936, an 
increase of nearly $700,000. 

“The sales tax collections seem 
to disagree with the reported 
general business recession,” Allen 
declared. “Although it has been 
stated by some authorities that 
business has fallen off, our col- 
lections the past month were 

more than $150,000 higher than 


[em 


$700,000 above November, 1936. 


The October collections were 
$4,951,365. For , the first 11 
months of this year the sales tax 
has produced $53,445,438, as com- 
pared with a total of $45,694,936 
for the same period in 1936, an 
increase of $7,750,000. 

The Detroit office 
$2,293,154 during November as 
compared with $2,254,447 in 
October, and has produced $23,- 
906,415 of the total amount col- 
lected since the first of the year, 
Draper said. 


collected 


Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 


ING 


... resists vibration fatigue 


® ———— 


| AT THE ANNUAL DINNER of the Red Circle Star Salesmen’s Club of Federal Motor Truck Co. 


in Detroit-Leland hotel this week. 
E. W. Winans, chief engineer; K. M. Schaefer, general sales manager; 
advertising manager, and Samuel Fitzpatrick, 


of Federal; 


vice-president and general manager; Stanley Mitch ell, 


export manager. 


Federal Truck Expands 


Its Sales | Organization 


| 


zation and expansion of the sales | 
structure of Federal Motor Truck | 
Co. was announced Friday by R. 
W. Ruddon, vice-president and 
general manager. 

The enlarged sales organization 
is headed by K. M. Schaefer, gen- 
eral sales manager. Announce- 
ment of his appointment was 
made at a two-day meeting of the 
winners of the company’s annual 
star salesmen’s club contest. 

Ruddon disclosed that produc- 
tion of the 1938 Federal models 
will begin this week. The new 
truck series, created by Henry 
Dreyfuss, internationally known 
industrial engineer, brings Fed- 
eral’s 1938 line to 29 models rang- 
ing from %-ton to 7%-ton units. 

Appointment of new depart- 
ment heads was announced by 
Schaefer at the meeting. These 
are Ralph Nettleton, assistant 
general sales manager in charge 
of the eastern territory; Walter 
Costello, assistant general sales 
manager in charge of the western 
territory; J. T. Ott, sales promo- 
tion manager, and O. E. Johnson, 
organization and analysis 
manager. 

Schaefer joined Federal in Sep- 
tember as assistant to the general 
manager. His experience in the 
automotive field dates from 1922 


DETROIT. ‘Complete reorgani- ni- | charge of sales activities 


when he joined Paige Motor Car | 


Co. More recently he was with 
the Pontiac 
Motors Corp. in service, sales pro- 
motion and field capacities. 

“All sales activities have been 
incorporated in a single division 
in which all departments are co- 
ordinated,” Schaefer said. “This 
was dictated by the need of our 
dealers for closer relation with 
the factory. We have built into 
this division a new organization 
and analysis department which 
provides the factory and the sales 
organization with an accurate 
analysis of truck potentials in in- 
dividual territories. It is planned 
that the territories allotted to 
Federal regional managers will be 
revised to permit each manager 
to spend a greater amount of 
time with each dealer.” 


Nettleton has been placed 


Oldsmobile Sales 
Rise 45% Over 
November, 1936 


LANSING. — Oldsmobile retail 
sales for November totaled 11,239 
units, according to D. E. Ralston, 
general sales manager. 


November sales of new Olds- 
mobiles represent a gain of 45 
per cent over November of last 
year, Ralston said. Total sales 
for the first 11 months of this 
year amounted to 178,398, as com- 
pared to 159,764 for the same 
period of last year, a gain of 
more than 11 per cent. 


in 


division of General | 


in all 
states east of the Mississippi. 
| brings to Federal many years of | 
| automotive experience gained 
with several leading automobile 
manufacturers. 

Costello, who has been with 
Federal more than four years, 
will have charge of all states west 
of the Mississippi. For five years 
prior to his joining Federal, he 
was assistant sales manager of 
Garford Motor Truck Co. 

Ott for the past three years was 
connected with the sales promo- 
tion department of Hudson Motor 
Car Co. Previously he was asso- 


He | 


At the speaker’s table, left to right, are: C. A. Rogers, treasurer 


R. W. Ruddon, 


—— 


| ciated with the Buick division of 
|General Motors Corp. Johnson has 
been in organization work for 
three years with Graham-Paige 
Motors Corp. and formerly served 
in a similar capacity with General 
Motors Corp. and R. D. Baker Co., 
construction engineers. 


| New regional managers ap- 
pointed by Schaefer are Frank 
Whitchurch, Michigan; R. H. 
Granger, Pennsylvania; William 
Mill, Metropolitan New York, and 
Bruce Klingler, New York state. 
| The addition of the four new re- 
gional men to the sales staff gives 
Federal a concentrated represen- 
tation throughout the country. 
| The company also has a govern- 
| ment representative stationed in 
| Washington and a representative 
| in charge of sales to the Tennes- 
} see Valley Authority. 


THERMOSTAT 


A Few Ounces of 
FABRICATED METAL 


..a tiny device drivers seldom 
see, but automotive engineers 
specify and leading manufac- 
turers use. Sylphon Thermostats, 
utilizing the famous Sylphon 
Bellows, are standard equipment 
because they function depend- 


ably and wear well . 


, . because 


they help increase engine effi- 
ciency and lower fuel consumption. 
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Providing Big Problem 


Special t {utomotive Daily } 

NEW YORK.—New car sales in 
New York City seem to be hold- 
ing up fairly well for this time of 
the year, in fact some lines are 
showing nice increases. Used cars, 
however, are moving rather slow- 
ly and inventories are mounting, 
which of course creates a bottle 
neck eventually for new car sales. 

Late model used cars are be- 
ginning to bulk up in most deal-| 
ers’ stocks and many of these 
cars are being traded in on new 
ears for spring delivery. The| 


problem seems to be, how to move | 


these late model used cars. At 
the present time, buyers are 
scarce for the higher priced used 
cars. One dealer reports that he 
could sell all the cars he could 
get in the $200 to $300 price range. 
It would seem therefore 


induced 
later model 


could be 
in for a 


cars 


them used 


car it would undoubtedly help the | 


situation. 

There are several cases in this 
city of dealers who are aggres- 
sively merchandising and adver- 
tising who are doing a very fine 
job. Most dealers say, in answer 
to the question, “would new car 
terms and financing on 1936 and 
1937 used cars spur sales?” that 
this would unquestionably help in 
selling late model used cars but 
many caution that this plan 
should only be applied to used 
cars that have been reconditioned 
up to new car standards and are 
guaranteed. 

One bright spot 


in the picture 


Used Car Dealer 
License Law Is 
Upheld in Dallas 


DALLAS, Tex.—This city’s new 
ordinance, licensing and regulat- 
ing new car dealers, is valid and 
constitutional, according to a de- 
cision handed down by Judge 
Claude M. McCallum in district 
court here. Judge McCallum dis- 
missed a _ suit for injunction 
against its enforcement brought 
by new and used car dealers of 
Dallas. 

Counsel for the dealers set 
forth that the ordinance was con- 
trary to state and federal consti- 
tutional provisions. Particularly 
criticized was the provision that 
proceeds of the license on new 
cars are to be used to regulate | 
the sale of used automobile parts. 

H. P. Kucera, city attorney, as- | 
serted the court “should take} 
judicial knowledge of conditions | 
prevailing in the used car and 
parts business.” 

Applicants for the injunction, 
following Judge McCallum’s de-| 
cision, filed notice of intention to| 
appeal to the fifth court of civil | 
appeals. The original suit was 
brought by Ben Griffin and E. M. | 
Piper, but a number of other | 
dealers joined later. 


Demands for Blue, 


Red Books Hit Peak 


CHICAGO.—G. A. Leukhart, 
general manager of the National 
Used Car Market Report, Inc., 
announced this week that the 
press run of the current edition 
of Blue Book and Red Book, ex- 
ceeding 30,000 copies, was the 
heaviest of the year. 

Leukhart attributed the sharply | 
increased demand in large part | 
to the added prominence being | 
given used car problems from the 
standpoint of both trading and 
financing. 


ADN’s weekly estimates of car and | 
truck production, appearing in the 
Wednesday “pink sheet,” were more 
than 98 per cent correct compared 
with actual U. S. figures for 1936 
and the first half of 1937. 





if the | 
owners of the lower priced used | 
to trade | 
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N.Y. Car Sales Fair But Late Models Obstruct 
Higher Priced Used Cars 


is that there are no large stocks 
of 1937 new car models to clean 
up in this territory and another 
is that the weather has been 
mild. Snow and ice have not 
struck this city so far. This of 
course would have an immediate 
effect on both new and used car 
sales. 

One obstacle has been advanced 
by dealers selling new cars and 
that is that the buyer who usually 


" } 


| 
nd 
mall pemmpachsadl | 


be 


13 





1938 Studebaker 


Convertible Has 
3- Point Mounting 


SOUTH BEND.—New 19388 
model Studebaker convertible se- 
dans, embodying several engi- 
neering innovations, were an- 


—mmnicnmesdYe.| nounced this week by Geo. D. 


WITH A SPECIAL “three point” body mounting, this new Stude- 
baker convertible model is said to offer a new conception of smooth, 


vibrationless riding comfort. 
| fabric top and 


chromium-finished 


top-frame can be 


trades his car every year, now | hidden in a Special compartment behind the rear seat. 
finds that, because of the higher | 


price of the new car, he has to 
lay out more money. In other 


| words, the gap has been widened 


between the value of his used car 
and the price of the new car. In 
many cases the buyer wants 
more for his used car or he won't 


consider making a trade. 

The unemployed situation has 
not become acute in New York, 
| although there are some cases of 
| layoffs. Retail stores are jammed 
| with Christmas shoppers but the 
| volume of sales are off about from 


OU know this situation to be a fact. 
“Breathing Back’’ Mohair Velvet wears 
so long and cleans so easily that except in 
exceptional cases, it eliminates upholstery- 
reconditioning costs from your used car 


Operations. 


In addition, because this fine fabric retains 


its original ‘“‘showroom complexion,’ 


it adds 


substantially to a car’s resale price. 


Your big job is to sell mew cars, naturally. 


But, as you well 


know, much of your suc- 


cess in that department depends on the turn- 


COLLIN 


& AIKMAN CO 


4 to 5 cent of last 
figures. 

New Yorkers on 
slowly getting over their 
and any 
business conditions 


immediately in 


per 


a whole 


Available in all Studebaker lines, the 
completely | 


| design, 


year’s 


are 
jitters | 


indication of improving | 
would reflect | front, 
automobile sales. | 


Keller, vice-president in charge 
of sales. The new model is avail- 
able on both the President and 
Commander chassis. 

In appearance the new convert- 
ibles are graceful and simple in 
with flowing lines. 

Studebaker engineers have ap- 
plied a new principle to the 
mounting of these bodies. The 
body is bolted firmly to the chassis 
at right and left sides in the 
and at the center in the 
rear. 


over speed and profits of your used car stocks. 


Be sure to specify Mohair Velvet as fac- 
tory equipment on all your new cars. The 
silky-soft surface of this fine fabric pre- 
sents a luxury of looks and comfort that 


helps sell new cars 
— and, when these 
cars come back 
you at trade-in time, 
they’ll be more of a 
profit—and less of a 


“*headache.”’ 


tO 


RPO 


200 Madison Avenue, New York, N. Y. 


YRA 





Chevrolet this week 
announced its new 1938 taxicab 
model on a 127-inch wheelbase, 
with a special frame and body de- 
signed to meet the peculiar de- 
mands of livery service. 

The new car incorporates a 
number of changes, including im- 
proved front-end appearance, en- 
gine refinements, Master steering 
gear, and the Chevrolet Tiptoe- 
Matic, diaphragm-type clutch in- 
troduced on all Chevrolet models 
this year. 

The roominess and riding com- 
fort of the passenger compart- 
ment has been materially in- 
creased through the addition of 
two inches to the width of the 
rear seat. Special front and rear 
spring mounting and the use of 
a ride stabilizer, combined with 
the easier steering of the new 
model, are said to make the car 
easier to handle both in traffic 
and on the open road. 

The taxicab body is a Fleetwood 
product, featuring Fisher uni- 
steel construction. Steel parts are 
ribbed and flanged to obtain the 
greatest strength, and the cowl, 
sides, back, floor and roof have 
been fused into a solid steel unit 
of exceptional sturdiness by weld- 
ing them together. 


FLINT 


The exterior appearance paral- | 
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Phevrolet s 1938 Taxicab Model is Announced 


Unit on 127-Inch Wheelbase 


Size, Comfort Increased 


1938 passenger 
The body is available in two 
styles, plain back or with 
trunk. The trunk has the same 
large luggage space as the 1938 
passenger cars. The four all-steel 
doors have been made unusually 
wide in order to permit easier ac- 
cess. 


lels Chevrolet’s 
cars. 


sedan 


The driver’s compartment has a | 
comfortable driver’s seat which is | 
Alongside the seat is | 


adjustable. 
a large space for parcels and lug- 
gage. The tool box under the seat 
is easily reached by tilting the 
seat. 

A full length, full height parti- 


tion separates the front and rear | 
so that | 


compartments, designed 
various types of taxi meters may 
be attached to it. Full width slid- 


the partition are made of safety 
glass. 
The rear compartment is 


trimmed throughout in gray mo-| 


hair. Two forward-riding auxil- 
iary seats are set at an angle de- 
signed to provide a maximum de- 
gree of comfort. The seat cushion 
and back are form-fitting, having 
been designed in the bolster-roll 
type. 

The chassis design 
both commercial car 


combines 
and pas- 


senger car features to provide} 





Biggest 
HOTEL VALUE 


in Detroit 





@ You get more for your money at this big modern 


hotel. That's why so many travelers select the Book- 
Cadillac Hotel when they go to Detroit. 1200 cheerful, 
modern rooms. All with bath and circulating ice 


water. Delicious food in five popular-priced restau- 


rants. Stop at the Book and enjoy the best in Detroit. 


BOOK-CADILLAC HOTEL 


DETROIT 


W. O. Seelbach, Manager 
1200 rooms.. 


W. J. Chittenden, Jr., 
- minimum rate $3 
National Hote] Management Company, Inc. 


Resident Manager 


Ralph Hitz, President 


used both front 


| antee. 





| whether it has ever been 
accident. 


| tention 
| methods developed in heat treat- 


| demonstrated. 


| cussed modern phases of automo- 





| planning. Ten papers were pre- 
| sented during the three days by 


extra durability and utility. The 
frame is of box girder construc- 
tion. 
Single shock absorbers 
have been installed at the 
and rear to give added 
comfort. Semi-elliptic springs are 
and rear. 
parts are 


acting 


ard Chevrolet used 


throughout. 


Colo. Considers 


Control Bill for 


Used Car Sales | 


DENVER.—A movement is un- | 


der way here for presentation to 
the next general session of the 
Colorado legislature of a bill 
regulating the sale of used cars. 

Those advocating the bill are 


| of the opinion that it should cover 
‘ C | the following points: 
ing windows in the upper part of | 


That every used car sold 
carry with it a written guar- 
(Practically all leading 
new car agencies in Denver are 
already operating their used car 
departments with this provision 
at the present time.) 


That it be a violation of the 
law to set back a speedome- | 
a motor with ether, | 


ter, “dope” 
special lubricants, etc., hide de- 
fects in motor, body, or chassis, 
or otherwise attempt to make the 
car appear in better condition 
than it actually is. 


| That every car carry a certi- 


e fied record of its previous 
ownership, its true mileage, to| 
what purpose it has been put, and 
in an/| 


That any car which has been 
used as a taxicab, a rental | 


car, a delivery car or a demon- | 


strator be plainly labelled as such. 

That, in the case of a new 

car, it be plainly labeled as to 
whether it has been hauled or'| 
driven in from the factory in 
motor caravan, or whether it had | 
ever been used as a demonstrator | 
and returned to the new car floor. 


| SAE Production 


Meeti ng Draws 


Over 350 to Flint |\ 


W. Cedarleaf, of Ex-Cell-O Tool | 


(Continued from Page 1) | 
shifting transmission plant was 
also inspected with particular at- 
paid to the precision | 


ing and machining of automatic | 
transmission parts. Other al- 
ternate trips were made to A. C. 
Spark Plug division plants where 
methods of co-ordinating parts 
manufacturing processes, calibra- 
tion and precision methods were 


Leading men in each field dis- 
bile production relating to forg- 


ings and castings, welding, 
chining problems, painting and 


front | 
riding | 


Stand- | 





ma- | 








MOST OF THE NEW FEATURES to be found throughout Chev- 
rolet’s 1938 line are incorporated in the new 7-passenger taxicab. 
With a special wheelbase of 127 inches, the unit is proportioned to 


provide ample space and comfort. 
and fittings of front compartment. 


Lower picture shows dimensions 
A red signal light on the instru- 


ment panel warns the driver when a rear door is left open or 


slightly ajar. 


the foremost men in production 
in the industry. 


LeRoy Cram, Chevrolet, 


chairman of the pistons and 


forgings session at which papers | 
were presented by Nevin L. Bean, | 
Ford Motor Co., on “Casting and | 


Machining of Ford Cast Steel 
Pistons,” and by L. A. Danse, 
Cadillac Motor division, on “Pre- 
cision Forging Practice.” 
Electric welding was discussed 
at a joint SAE and American 
Welding society session, with F. 


and Aircraft Co., and Vaughn 
Reid of Detroit Edison Co., 
co-chairmen. Dr. C. A. Adams, E. 
G. Budd Mfg. Co., presented 
paper on 


Welding,” and J. S. Williams, P. | 


R. Mallory Co., on “Recent De- 
velopments in Resistance Weld- 
ing.” 


D. A. Wallace, of | 


president 


Chrysler Sales division, explained | 


the problems peculiar to co- 
ordinating, planning and sched- 
uling parts for building multiple 
model automobiles, showing the 
parts played by various depart- 
ments to bring about an unin- 


terrupted flow of materials to the | 


assembly line at the right time. 
Peculiar machining problems of 


yy 


. EARNED 


REPUTATION 


DIVISTON . OF BORG- ean CORPORATION 


was | 


as | 


a | 
“The Fundamentals of | 


the automatic transmission were 
| discussed by Fred C. Pyper, Buick 
master mechanic, at the same 
session, presided over by V. P. 
Rumley, Crane Co. 


R. V. Hutchinson, Olds Motor 
division, spoke on grinding pro- 
cesses, and J. L. McCloud, Ford 
Motor Co., on finishing parts with 
synthetic resin enamels, at a 
|session at which W. H. McCoy, 
|General Motors’ Research  di- 
vision, was chairman. 

Spline and gear cutting and 
finishing, by R. B. Haynes, Spicer 
Mfg. Co., and economical mass 
production of accurate gears by 
C. H. Stanard, Buick, were topics 
|at the precision parts session of 
which Joseph Geschelin, Detroit 
| technical writer, was chairman. 

Charles A. Chayne, Buick chief 
engineer, presided at the banquet 
Friday night. He was chairman 
| of general local arrangements. 
| Arnold G. Lenz, Chevrolet as- 
sistant manufacturing manager, 
was the principal speaker for the 
banquet. M. A. Gorman, editor 
of the Flint Journal, was toast- 
| master. 





| In charge of the entire program 
| arrangement was W. B. Hurley, 
| Detroit Edison Co., SAE vice- 
| president in charge of produc- 
| tion activity. 
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Competent Enginecring 
Consistent Prices and 
CAP Cm el ty 


DELTA ELECTRIC COMPANY 
Dept. 900, Marion, Ind. 
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Pontiac Dealers Inaugurate 


Systematic Follow-Up Plan 


th Dimension 


The News of Automotive Advertising 


By Pete Wembhoff 


Switches 
Fred Smith, 
director at Batten, 
stine and Osborn, 
similar capacity at J. 
Getchell, Inc., New York. Succeeds 


former publicity 
Barton, Dur- 
takes over 


Harry Bercovich jr., who was re-| 
vice-president of | 


cently elected 
the Getchell agency. 

Smith formerly operated his 
own advertising agency in Ohio, 
and was with BBD&O for four 
years. Handled publicity and pro- 
motion on Bruce Barton’s con- 
gressional campaign, and was to 
have opened his own publicity 
bureau, plans for which now are 
superseded by his new appoint- 
ment. 


Mistake 

Value of advertising to Gen- 
eral Motors, in this instance, 
seems to lay in fact it’s made 
any abbreviation of a corpor- 
ation title, with a ‘G’ in it, 
to mean GM: 

Recent story in People’s 
Press, official organ of the 
American Radio Telegraphers’ 
Assn. (CIO affiliate), took Gen- 
eral Motors to task for assum- 
ing sponsorship of Boake Car- 
ter, Philco newscaster who’s 
often got in labor’s locks. 

Facts behind case is that 
General Foods—not GM— is the 
interested party in bankrolling 
Carter’s ether ventures. 


Farms 

Outlook for sales among 
dairy farmers this winter is 
seen as the brightest since 
1930, based on report by U. S. 
bureau of Agricultural Eco- 
nomics. 

With food prices lagging and 
milk consumption on upbeat, 
prospects for the industry dur- 
ing the next three or four years 
are viewed as_ considerably 
more favorable than the past 
four or five years. 


Named 

Two appointments 
Studebaker’s home office 
They are: 


made 
staff. 


Walker G. Everett, who is the | 


editor of the “Studebaker Wheel,” 
and William H. Bingham, who 
joins the sales promotion aepart- 
ment of the truck division. 
Everett came to 


ham, Inc., Chicago, where he had 
been a member of the publicity 


staff. Prior to that time he was | 
Chicago | 


on the staff of the 


Tribune. ; 
Bingham was previously con- 


Stirling | 





Studebaker | 
from Roche, Williams & Cunnyng- | 


to | 





nected with the Willard Storage | 
Battery Co., Cleveland, as sales | 
promotion manager in the north- | 


ern and southern zones. 


Packaging 

Jury has been selected and de- 
tails of seventh annual compe- 
tition for Irwin D. Wolf awards 
for distinctive merit in pack- 
aging, announced by American 


Automotive 
On the Air 


(All Time, Eastern Standard) 


CHEVROLET—Sunday, 6:30 p.m., CBS. 
“Romaatic Rhythms.”’ 


CHRYSLER—Thursday, 9:00 p.m., 
Major Bowes’ Amateur Hour. 


FORD—Tuesday, 9:00 p.m., CBS. 


CBS. 


“Watch the Fun Go By.’’—with Al Pearce. | 


Sunday, 9:00 p.m., CBS. 
Ford Sunday Evening Hour. 
GENERAL MOTORS—Sunday, 9:00 p. m., 
NBC (Blue). 
General Motors Concerts. 
HUDSON—Wednesday, 7:15 p.m., CBS. 
“Hobby Lobby.”’ 
NASH—Saturday, 9:00 p.m., CBS. 
**Profersor Quiz.’’ 
PACKARD—Tuesday, 9:30 p.m., NBC (Red). 
‘‘Hollywood Mardi Gras.”’ 
PONTIAC—Monday, Wednesday, 2:00 
p.m, CBS 
“‘News Through a Woman's Eyes.”’ 
Friday, 9:00 p.m., NBC (Biue) 
“Varsity Show.”’ 


Friday, 





| 
| 


Management Assn., sponsor. 
Competition opens for entries 
Dec. 15, ending Feb. 9, 1938. 
Twenty awards, in addition to 
Wolf trophy, will be made for 
packaging merits, based on ef- 
fectiveness, economy, efficiency 
and design. Winners’ll be shown 
as featured section of the Eighth 
Packaging exposition in Palmer 


| House, Chicago, Mar. 22-25. 


Adios 

Pontiac Motors this week is 
capitalizing on hubbub occa- 
sioned by Detroit Tiger base- 
ball club’s trading of Gerald 
Walker, pop. outfielder, to 
Chicago White Sox. 

Walker, who’s been on Pon- 
tiac’s payroll in various ca- 


| 


| Hambleton, 








pacities past year, recently as 
lecturer at auto shows, is mak- 
ing personal appearances this 
week at Pontiac Retail Store, 
Detroit, providing Detroit base- 
ball fans “a chance to say 
goodbye” to Tiger outfielder. 

In addition to 3 col. x 8 inch 
ads in Detroit sheets, inviting 
fans to visit store while Walker 
is appearing, Pontiac is also 
giving away star’s autographed 
picture free. 


Chatter 

Chicago Tribune’s Detroit office 
moved to 5-265 General Motors 
Building Lucien P. Locke, 
vice-president of Outdoor Adver- 
tising, Inc., N. Y., dies in Jack- 
sonville, Fla. ... Literary Digest 
adds radio - program section, 
under John Bakeless. . 


advertisement circulations, 


| for 


. . Practi- | 
| cal aspects of an audit of actual | 
is | 


subject of new booklet prepared | 


by True Story magazine... . Jack 
director, Ontario 
Travel and _ Publiciity 
elected head of Canadian Assn. of 
Tourists and Publicity Bureaus. 


bureau, | 


PONTIAC.—A systematic fol- 
low-up program of car buyers has 
just been started by Pontiac 
dealers all over the country. 

Realizing that owners are 
among the best sources of pros- 
pects for new cars, the plan calls 
the salesman who sells the 
car to make five personal con- 
tacts on each new owner during 
the first 60 days. 

Instead of a hit-and-miss way 
of making these follow-up calls, 
the salesman sees the owner at 
the end of a week and leaves 
copy of the Users Guide, 
commonly called instruction 
book; goes over some of its pages 
with the owner and asks him for 
the names of prospects. 

The second contact is made in 
three weeks 
salesman gives the owner a key 
case and asks for prospects. 


In four weeks the salesman| Daily News is a necessity. 





al 
more | 


at which time the} 


15 


calls and invites the owner to the 
service department for his 1,000- 
mile inspection and leaves a copy 
of a booklet on taking care of 
the car. 

The fourth call is maae in six 
weeks and a copy of “We Driv- 
ers” is left for the owner to read. 
The salesman again asks for 
prospects. 

The final call is made in eight 
weeks and a copy of the boo?.iet, 
“Taking Care of the Finish,” is 
left with the owner. And again 
the request for prospects. 

Pontiac executives see in this 
planned contacting of owners the 
opportunity for smart salesmen 
to obtain the names of many 


| prospects as well as the chance to 


keep re-selling the owner. 


To feel the pulse of the industry, 
consistent reading of Automotive 


"MAC" THE SERVICE MAN 


FIXES STARTING 


—™ 
a 


me 


SS 


~ a ; 


| HAVE A TERRIBLE 
TIME STARTING THIS 
CAR EVERY MORNING. 


MAYBE IT'S THE 


CARBURETOR,OR THE 
POINTS, OR THE TIMING 


OR THE GAS YOU'RE 
USING! WHAT GAS 
DO YoU BUY ? 


NEXT DAY 


MAC! SHE STARTED THE 
| TOUCHED 
THE STARTER —WITH 
ETHYL ITS JUST WHR-RUP 
...AND SHE'S OFF! 


FIRST TIME 


THATS BECAUSE 
ETHYL MEANS A 
FILLING STATION'S 
"FIRST-GRADE” 
GASOLINE FOR 
WINTER 
DRIVING 


NOTHING SPECIAL- 
JUST ANY OLD 


~)) TROUBLE WITHOUT 
LIFTING THE HOOD 


WELL, YOU JUST FILL 
HER UP WITH ETHYL 


AND SEE JF SHE 
DOESNT START LIKE 
A FLASH TOMORROW 


IL COMPANIES have just put in their 
“Ethyl” pumps the best fuel for cold- 
weather use. It’s tops from anti-knock rating 
to quick starting; and its all-round quality is 
double-checked by the oil companies and the 


Ethyl Laboratories. 


More and more dealers are finding that a 


considerable percentage 


of 


customer com- 


plaints can be answered by having the custo- 
mer try Ethyl. Since it contains more anti- 
knock fluid* than the best ‘‘regular-grade’”’ 
gasoline, the mere change to Ethyl will often 


correct the trouble. 


More important, when a customer uses Ethyl 
you can set his spark ahead for maximum per- 
formance, with the result that he finds a no- 
ticeable difference in road per- 
formance and keeps his loy- 
alty to your make of car and 
your brand of service. Ethyl 
Gasoline Corporation, New 


York City. 


*Containing tetraethyl lead 


SMART SERVICE MANAGERS RECOMMEND ETHYL 





New Units Triple Olds Dealer’ Ss Service Sales 
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Specialized Equipment 


Boosts Speed, Efficiency 


Installation of de- 
service units 
doubled service receipts of 
Walter A. Mack, Inc. (Oldsmo- 
bile) during September, the first 
month the new equipment was in 
use, and tripled them in October, 
according to J. J. Dobbs, Olds- 
mobile service manager. 
Designed to increase efficiency 
and speed in specialized repair- 
ing, the new units are divided 


Industry Seeks 


Sharp Revisions 


CHICAGO. 
partmentalized 


In Wagner Act | 


NEW YORK.—A sweeping re- 
vision of the Wagner labor rela- 
tions act was called for by the 
National Assn. of Manufacturers 
as it closed its annual convention 
here Thursday. 


The association 
port by its board 
which said: 

“The function of government as 
declared by President Roosevelt 
in settling the automobile strike 
threat in March, 1934, 
only that of assuring that em- 
ployes shall not 
coercion from any source. 

“The national labor relations 
act and similar acts should be 
amended accordingly. 

“Government should protect the 
right to engage in lawful strikes, 
by lawful means, but its primary 
obligation is protection of the 
right to work.” 

The demand for revision of la- 
bor laws followed a closed ses- 
sion during which Charles 
Fahy, general counsel of NRLB, 
strongly opposed revision of the 
Wagner act, and called upon 
manufacturers to observe “the 
letter of the law.” Fahy said that 
much of the criticism of present 
labor relations law came from 
employers who were not obeying 
it, and that “those who adhere 
are not to be found among the 
critics.” 


adopted a re- 
of directors, 


ents 


DECEMBER 
6-11—€hicago. ASI Show, Navy Pier. 
8-10—Fiint, Mich. SAE National 

Meeting. 


11-13—New Orleans. Automobile Show. 


14—Hartford. Connecticut Automotive Trades | 


Assn. Annual Conclave. 


JANUARY 


10-14—Detroit. Society of Automotive Engineers | 


Annual Meeting 
16—Detroit. Automobile 
nual Meeting 
17-21—Cleveland. American Road Builders 
Assn. Conclave. 
17-28—Louisville. Automobile Show. 


Dealers Assn. 


MARCH 


15-18—Pittsburgh. Tri-State Automotive 
dustries Show. 


In- 


should be} 


Production 


An- 


into seven groups, each contain- | 


the essential 
jobs. 
| The first of the units, 


ing 
cific 


tools for spe- 


which 





are being used by the Mack com- | ¥ 


pany in its 13,000-square-foot 
service quarters here, contains all 


essential tools for complete car- | 


buretor and fuel pump service. 
Brake service is greatly simpli- 
| fied and speeded up by use of the 
|} second unit, which includes all 
| essential items for the profitable 
| servicing of Oldsmobile brakes. 
| The third is a separate transmis- 
| sion department unit. 


Fourth is an engine service 
unit for speeding up the work in 
the engine department. The ac- 
cessibility of tools in this unit 
makes for faster work, and the 
fact that the unit can be locked 
up prevents tool losses. The ef- 
ficient and profitable testing and 
correcting of the steering mech- 
anism is provided for by the fifth 
unit, while the sixth contains all 
the vital tools needed for servic- 
ing the rear axle. The seventh 


service. 


One section of the Mack serv- 
ice department is devoted to 





be subject to} 


major repairs, another to lubri- 
eation. And various other di- 


| visions of the huge service room 
| are given over to the seven oper- 


ations served by the new depart- 


| mentalized service units. 


| day 


W. | 
| occasional 


“Due to the many mechanical 
improvements engineers have 
built 
bile,” Dobbs said, “the car of to- 
seldom requires a major 
overhauling. Most service re- 
quirements now are limited to an 
adjustment, with the 


| result that dealers have been en- 


couraged to revamp their quar- 


ters in order to better provide | 


this new type of service. 


“It has become necessary for 
a dealer to service a _ greater 


number of cars than before with | 
of | 


the least possible amount 
handling. To this end various de- 
partments of service have been 
organized and the units devised 


to speed up the handling.” 


ADN’s Almanac, published once a} 


year, is considered THE reference 


| book wherever automotive informa- | 


tion is desired. 


Figures supplied by R. L. 


STATES 


"37 
36 


Total, 2 States 
for November 


unit is created for shock absorber | 


into the modern automo- | 


‘Titles Drop 11% 
In Detroit Area | 
During November 


Wayne county (Detroit) during 
November dropped 11 per cent 
under the previous month and 44 
per cent under total registrations 
in November last year, according 
to the Detroit Auto Dealers Assn. 

Registrations for the 
ber and _ 10,132 
per cent over last October’s 4,618. 

Total registrations of 107,757 
for the 11-month period is an in- 


| crease of 12 per cent over the 


corresponding period last year, 
when 96,275 titles were issued. 
| Truck registrations during No- 
| vember were up to 436, against 
| 389 in October, but down from 
last November’s 573. Truck total 
to date is 7,665, as compared 
with 7,842 last year. 

Chevrolet led in sales with 1,425 
in November, while the October 
leader, Ford, dropped from 1,296 
| to 563 to rank fourth. Buick took 
| second place with 648; Plymouth 
third with 609. 


thee Tax Repeal 


CONCORD, N. H.—The New 
Hampshire Petroleum Industries 
Committee has announced support 


| meeting of the American Automobile 
|Assn. for repeal of the 
States gasoline tax. 





thentic interpretation of news vital 
| to the industry. 


| of a movement started at the annual | 


United | 


ADN’s editorials present an au-| 


DETROIT.—New cars titled in | 


month | 
were 5,723, against 6,359 in Octo- | 
in November, | 
1936. Titles in October were up 38 | 


HERE ARE TWO VIEWS of the huge modernized service sec- 


tion of the W. A. Mack, Inc. 


(Oldsmobile), Chicago, 


which has 


bumped volume and profits considerably. Top photo shows an over- 
all view of the service station, with signs designating various de- 
partments. Bottom, is a view of the lubrication department, 


New Car Guarantee Building 


Cadillac Branch’s Used Sales 


| DETROIT.—Hailed as a pro- 
| gressive step toward solution of 
| the used car problem, the De- 

troit Cadillac-LaSalle branch an- 
|nounced this week it will provide 
a new car guarantee on selected 
; reconditioned merchandise. 


According to H. W. Shepard, 
| who originated the idea while he 
|was factory branch manager for 
| Cadillac in Cleveland and who 
installed the program here, sales 


under the plan, not only on cars 
which receive the warranty but 
/on all others as well. 

| One of the major features is 
that no exceptions are made on 





have been increased appreciably | 





the age or price class of vehicles, 
protected by terms virtually iden- 
tical to those offered on 1938 Cad- 
illacs and LaSalles. 


Terms of the “new car guar- 
antee” which Cadillac places on 
choice used cars are more or less 
familiar. All defective parts are 
replaced without cost within 90 
days or up to 4,000 miles. 
Two inspections are provided, the 
first at 1,000 miles and the second 
at 2,000 miles. Throughout the 
life of the car the owner is en- 
titled to a free adjustment and 
inspection each 30 days or 1,000 
miles. 


NEW PASSENGER CAR REGISTRATIONS 


Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., 


FORD GROUP 


CHRYSLER GROUP 


255 
241 


65 
43 


150 
171 


14 


7 
20 


141 
180 


152] 
193 | 


111) 
58 


and Metropolitan New York area which are compiled by Sherlock & Arnold 


GENERAL MOTORS GROUP 


Chevrolet 


768 
572 


77 
59 


472) 


85) 
397 } 





472 32) 44 600 


170| 
194 
863 
890| 
264) 
324 
163 
477 
52 
96 
145 
2711 
83/ 
116) 
290 


172] 
200 | 
939 | 
964 | 
284 
346 
183 
496 
61 
112 
154] 
284] 
89 | 
9 125 | 
17, 307] 
541] 27 568] 
195) 15} 210] 
328! 7| 335 | 
94, 18) 112] 
240| 25) 265] 
2460! 203! 2663 2533; 105; 9490; 270; 1371| 1831 
3657| 231| 3888 1941| 134) 8925] 168] 509| 1566 
21983/|743455 | 173734|10048|671334|/25660) 169147/191135 
12036|673108 | 124948] 9547|795540| 9688|154681|141138 


131 
184 
1378) 
2128) 
480 
570! 
482) 
731) 
150) 
330 
194 
385 
95) 
138 
477 
700 
284 
508 
537) 


242 | 
299] 
2998 
3552 
933 | 
912] 
785 
1083 
290 | 
483 | 
334 | 
599] 
232 
259 
851 
1064 
559 | 
802 | 
789 | 
620| 910] 
972, 690 4358| 8268] 
645| 429] 6465) 10204] 
80159| 65849'231474'416248/793730 | 721472! 
47023| 36353/208946|416667|708989 | 661163 


47) 
38} 
1041) 
767| 
289) 
220) 
210) 
186) 
121) 
102 
112 
89 
45| 
44 
234 
163 
155 
96) 
168) 
148} 


"37 
36 
37] 
36] 
37] 
36] 
37 
36 
"37 
36 
"37 | 
36 | 
"37 | 
36] 
37 | 
36 | 
37 | 
36 | 
37] 
36 | 
37 | 
"36 | 
"37 
36 


24| 
20) 
404| 
200} 
121| 
92) 
82) 
58) 
43! 
32) 
29) 
| 
23) 
18} 
92 
58) 
79| 
54 
61| 


59) 


10) 
L5 
304 
140) 
86 
27 
33 
34 
23 
21 
11 
22 
29 
39 
67/ 
33 
51 
55 
50 
36 


77| 
80! 
912 
1084 
246) 
223 
— 
260! 
74| 
100) 
100) 
158} 


Arkansas 
594 


5141 
3513 
1649 
1469 
2049 
2198 
613 
633 
868 - 
746 
346 
257 
1791 
1506 
1101 
851 
674 

904 
15600 
13243 
1241058 
1235542 


12 
562 
176) 
135 
54 
117 
60 
78 
24) 
44 
28 
28 
16 
116) 
53) 
96| 
43) 
78) 


27 


47 
724| 
539 
226 
170| 
191 
191 
66 
80 
65 
71\ 
36 
34 
188 
154 
103 
74 
111 
147| 


492 
2646) 
1914 
955 
996 
1511 
1735 
323 
399) 
639 
551 
233 
161 
1238 
1122 
731 
626) 
270 
532| 


APRIL 
National 





13-15—Cleveland. Petroleum Assn. 
Meeting. 


20-22—Dallas. 


Illinois 





American Chemical Society. 


Maryland 





North Carolina 


The 
BELLEVUE- 
STRATFORD 


” 








Rhode Island 








South Carolina 





Utah 6 














zkaeenkrek * 


is 
Philadelphia 


MODERATELY PRICED 
CENTRALLY SITUATED 
“Best Food in Philadelphia” 
Claude H. Bennett, Manager 


64 
215) 
273] 
145) 
185| 
141) 
195 
2248) 


2665) 











Virginia 
6 
3 
5] 

17 

18 





West Virginia 





District of Columbia 30) 

32| 

Total, 12 States 
for November 
*Total to Date 
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NADA Oppose Proposed Road Fund Reduction 


i 


—————| 


‘ADN Production 
Estimate 


With opera- 


Curtailment Held Perilous 
To Automotive Industry 


dent E. M. Lied said, “would in 


Passenger Car Registrations 


**Ten nichthe, Plus 12 States for November 


Nov. Nov. 1937 1937 1936 
(12 States) Pos. To Date Pos. To Date 


2,460 1 721,472 661,163 | 2 
9,490 l 671,334 795,540 


1936 
Pos, 


Unit 
Gain 


60,809 
124,206* 


Ford 
Chevrolet 


DETROIT.—Strong opposition 


to President Roosevelt’s recom- 
mendation for curtailment of 
federal road expenditures, was 
voiced by the executive com- 
mittee of the National Automo- 
bile Dealers Assn. in session here 
this week. 


“President Roosevelt’s recom- 
mendation to congress, while un- 
doubtedly motivated by a very 
genuine desire to reduce federal 
expenditures and bring about a 
very necessary balancing of the 
national budget,” _NADA Presi- 


Oldtime Hadvou 
Workers Feted 


at Celebration 


DETROIT.—The annual dinner 
of the Hudson Twenty Club, 
comprising employes of the Hud- 
son Motor Car Co. who have been 
with the organization 20 years or 
more, was held Thursday evening 
in the Detroit Leland Hotel. 


Forty new members, who have 
become eligible during the past 
year, were added to the rolls. The 
Club now has 129 members. 


Oldest member from the stand- 
point of service is Elizabeth 
Easton, of the accounting depart- 
ment, who has been with the 
company for 27 years, 11 months 
and 15 days. Oldest in point of 
years is Tom Loveridge who is 86. 
He has been with the company 
ever since it has been in produc- 
tion, serving as a blacksmith in 
the maintenance department, a 
job he still continues to hold 
actively. 


Members of the club were 
greeted and presented with the 
Hudson Twenty gold pins at the 
banquet by A. E. Barit, president 
of the Hudson Motor Car Co. 


Doherty Cots Medal 
NEW YORK.—The Anthony F. 


Lucas medal, awarded by the Ameri- 
can Institute of Mining and Metal- 
lurgical Engineers, will be presented 
Feb. 16 to Col. Henry L. Doherty, 
founder and president of Cities 
Service Co., for important discover- 
ies and practices in the petroleum 
industry that have saved oil pro- 
ducers and the motoring public mil- 
lions of d of dollars. 


the opinion of motor vehicle deal- 
ers tend to a further deceleration 
of business and increase unem- 
ployment, thereby producing a 
result entirely opposite to that 
sought and desired. 

“Any curtailment of highway 
construction at this time would 
inevitably affect the production, 
sale and use of motor vehicles, 
which today supports one out of 
every seven gainfully employed, 
according to reliable figures. The 
28,000,000 motor vehicles now in 
use depend upon adequate high- 
ways for their usage 
present highway facilities 
admittedly inadequate to 
care of the demands that already 
exist. There is grave danger that 


are 


unless our highway construction | 


program keeps pace with the dis- 
tribution of motor vehicles, that 
highway fatalities, already at a 
high peak, will increase mate- 
rially, with the result that the 
public may become hesitant to 
purchase and use motor vehicles. 
Such a condition would imme- 
diately affect the welfare of a 
large portion of our population. 

“Specifically, President Roose- 
velt’s recommendation would re- 
quire that the funds already 
authorized for 1938 be appro- 
priated over a two-year period, 
and that the 1939 authorization 
be completely canceled, and that 
thereafter, federal road expendi- 
tures shall be limited to a total 
of $125,000,000 annually. The 
President’s proposal would also 
call for repeal of the provision, 
making it possible for the states 
to plan state highway programs 
with the aid of federal funds two 
years in advance. 


“It should be pointed out,” 
Lied stated, “that the funds used 
for highway construction are paid 
for directly by automobile own- 
ers in the form of taxes collected 
by the federal and state govern- 
ments and that actually, there- 
fore, the federal government does 
not contribute for highway build- 
ing from general taxation. If 
federal highway appropriations 
are to be reduced, reduction 
should be made in the amount of 
tax now being assessed and col- 
lected from automobile _ users, 
who ney. support a very heavy 
tax burden 


and our | 


take | 


tions cut the 
latter part of 
the week at 
Chevrolet and 
Chrysler units, 
ADN’s Tues- 
day 
of car and 
truck produc- 
tion the cur- 


rent week has | 


necess ar- 
ily been 
dropped to 
86,000 units. 
This compares 
with a revised 
total of 91,624 
last week and 
115,589 units in 
the corres- 
ponding period 
of 1936. 

Ford output 
for the 


about 
units, or 
around 4,000 
cars and trucks 
per day. This 
is expected to 
be increased 
gradually un- 
til normal op- 
erations are 
attained. 


Packard Starts 
Production on 


New ‘Eight Car 


DETROIT.—The Packard Motor 

Car Co. is now in production on 
the eight passenger car, which 
was added to the eight line this 
year. The new car is being made 
both in the sedan and limousine 
type. 

The chassis is especially engi- 
neered to take the big body. An 
extra wide rear seat has ample 
capacity for three large pas- 
sengers, Folding seats are con- 
siderably wider than usual and 
meet at the center. They also 
comfortably seat three persons. 

While the new car is in the 
lower-priced Packard line, it has 
a great _number of refinements. 


estimate | 


week | 
is placed at) 
20,000 | 


1,358 
2,248 
1,831 
2,533 
1,371 
909 
696 
972 
690 
583 
519 
329 
375 
203 
81 
s 


Plymouth 
Dodge 
Pontiac 
Buick 
Oldsmobile 
Packard 
Hudson 
Chrysler 

De Soto 
Nash 
Studebaker 
Willys 
Cad.-LaSalle 
Lincoln 
Graham 
Auburn-Cord 
Pierce-Arrow 
Misc. 


Sen&saun 


[FP owc N= 


~~ 


zx 


. 6 
29,679 
*TLoss 

**Wisconsin July, Aug., Sept., 
tIncludes 188 Hlupmobiles 


| 


416,248 
231,474 
191,135 
173,734 
169,147 


1,21! 
+3,134,41 
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2,793 1,546* 

691 535* 

7,443* 


8,658 | 
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124,948 | 
154,681 
85,475 
$1,432 
80,159 
65,849 
63,909 
62,772 
17,099 
35,708 
21,983 
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1937, estimated. 


Confidence is Rekindled 
By Annual — Show 


(¢ ‘ontinued from Page 2 


the spotlight at its convention to 
member discussions, built around 
the “Giant Round Table” motif. 
The only outsiders on the pro- 
eram were John W. Anderson, 
president of the Anderson Co., 
Gary, Ind., who discussed the op- 
portunity to jobbers provided by 
he Miller-Tydings act, and Lionel 
B. Moses, of the American Weekly 
whose subject was “Sit-down 
Strikers in Distribution.” 

The convention wound up with 
the election of officers, the fol- 
lowing being chosen: Gordon E. 
Johnson, Roanoke, Va., president; 
E. O. Hunting, Denver, vice-presi- 
dent; H. B. Miller, Dayton, O., 
secretary, and S. O. Treland, Chi- 
cago, treasurer. 

B. W. Ruark, MEWA general 
manager, announced that 50 new 
members have been voted into 
the association during the past 
year. G. N. Lockridge, 
president, referred to the great 
market for automotive mainte- 
nance goods as the foundation of | 
progressive business. Presiden 
elect Johnson stressed the need | 


for jobbers maintaining a fle xible | 


budget to meet monthly changes 


in business. 


A c crowde 2d 


that 


turnout the 





12 STATES FOR NOVEMBER. 1937-1936 


Complete cumulat each we 
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of the Black- 
defense of the 


delivered in a 


Crystal ballroom 
stone heard a 
technological age 
highly instructive and humorous 
manner by Dr. James S. Thomas, 
president of the Chrysler Engi- 
neering Institute and Clarkson 
College of Technology, an expert 
on the subiect. Also featured on 
the evening’s program was a dis- 
cussion of industrial relations by 
T. G. Graham, vice-president of 
the B. F. Goodrich Co., Akron, 
with particular reference to that 
company’s experiences in labor 
matters. 


ADN has over 200 correspondents 
in strategic points throughout the 
United States and the world, to keep 
its readers in step with march of 
events throughout motordom. 


hawi14a7A 


TEN YEARS 


“PROMISED . . 


FOR NICKEL-EQUIPPED TRUCK 


| Ten years of service life is prom- 
| ised for the new Divco-Twin, 
Model U, door-to-door delivery 


| truck, by its producers, the Divco- 
|Twin Truck Company, 


Detroit, 
Michigan. For this type of serv- 


lice, it is important to have not 


only low operating cost, but low 
maintenance cost as well. Conse- 
quently, the manufacturer has de- 
veloped an engineering design 
adapted for this type of work and 
intended to give maximum life. 
Thus we find that the engine, the 
heart of this particular vehicle, is 
generously equipped with Nickel 
alloys of various kinds. Nickel- 
chromium electric furnace iron, 
for example, is used for making 
cylinder block castings to provide 
long life and structural strength. 
Engine bearings are of cadmium- 
nickel alloy of special type. Ex- 
haust valves are of the well-known 
austenitic, Nickel-chromium alloy 
steel which possesses unequalled 
resistance to wear and distortion 
under the influence of high 
loads and ex- 
tremes of tem- 
perature. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York. N.Y. 





Parts Increase 
Fails to Offset 


Automotive Drop 


By C. J. ALEXANDER 
Wall St. Correspondent, ADN 

NEW YORK.—Stockholders in 
automotive enterprises are due in 
general for a happy Christmas 
insofar as dividend checks are 
concerned, it became apparent in 
the past week with the rush of 
year-end declarations. Many pay- 
ments are to be made between 
now and the end of the year. 

It appears, however, that for 
the full year 1937, dividend dis- 
bursements will fall somewhat 
below those of last year. This 
is due largely to the smaller pay- 
ments by General Motors and 
Chrysler and not to failure of the 
remainder of the industry, par- 
ticularly the parts and accessory 
companies, to come up at least 
to the 1936 total. 

The parts companies, in the 
first 11 months of this year de- 
eclared dividends calling for the 
payment of $83,865,000, comparing 
with $54,654,000 in the like period | 
of last year. This failed, how- | 
ever, to offset the decline in dec- 
larations by car and truck com- | 
panies to $228,236,000 from $268,- 
120,000 a year ago. 

The industry’s total for the) 
first 11 months was $311,101,000, 
as against $322,774,000 in the like 
1936 period. The November total 
for the industry was $89,570,000, 
comparing with $105,254,000 a 
year ago. 

Car and truck companies in 
November declared $69,200,000, 
against $91,800,000 a year ago, 
while parts and accessory firms | 
declared $20,370,000, comparing | 
with $13,454,000. | 

Particularly prominent among 
the most recent dividend declar- | 
ations are those of _parts| 
companies. 

_ Mack fT Trucks, 





this week | 


Inc., 


Willys Div ve 
For 4th Quarterly *"" 4 
To Total $48,116 


TOLEDO. Directors of Willys- 
Overland Motors, Inc., have de-| 
clared a quarterly dividend of | 
$48,116 to holders of 320,778 shares 
of outstanding $10 par value con- 
vertible preferred stock. 

Payment at the rate of 6 per| 
cent per annum will be made on | 
Jan. 1, 1938, to shareholders of | 
record Dec. 15. 

With this payment for the 
quarter ended Dec. 31, dividends 
paid on preferred shares since the | 
new company began business in 
October, 1936, will total $234,823. 


Bethlehem Pays | 
Dividend of $1 


NEW YORK.—Bethlehem Steel | 
Corp. this week declared a divi- 
dend of $1 on the common stock, 
payable Dec. 24 to holders of 
record Dec. 17. 

Oct. 28 a $1.50 payment was de- 
clared, also payable Dec. 24, to 
record of Dec. 17. On Sept. 15 
directors voted $1.50, while 
June $1 was disbursed. 
for the year total $5. 

Eugene G. Grace, president, 
stated that although the current 
quarter is setting “a pretty tough 
pace for us,” he still hopes the 
company will be ahead for the 
period. 





General Tire Dividend 

AKRON.—Directors of the General 
Tire & Rubber Co. have declared a 
regular quarterly dividend of $1.50 
a share on the company’s preferred 


stock which will be payable on Dec. 
31 to stockholders on record of Dec. 


| compared 


| Spring Co., 


in | 
Dividends | 





20. The par value of the preferred 
stock is $100. 
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Il Months Motor Dividends Set at SS LI, 101,000 


declared an extra of 25 cents and 
a regular of the same amount, 
payable Dec. 24. 
Other declarations, 
able dates follow: 
Midland Steel Products, $3, Dec. 
24, against four previous pay- 
ments of 50 cents; Timken-De- 
troit Axle, $1, Dec. 24; Goodyear, 
an additional 50 cents, Dec. 23, 
making $2.50 in all for the year; 


Eaton Manufacturing, special 25 | 
in addition to four | 
Motor | 
Products, $1.50, Dec. 24, also after 


cents, Dec. 26, 
previous 1937 dividends; 


four previous payments. 


Briggs Manufacturing, final of | 
$1.50, Dec. 23; Fisk Rubber, $1.50 | 


Good Farm Car Sales Seen 


quarterly on preferred, Dec. 20; 
Firestone, 50 cents, Jan. 20; Fed- 
ders Mfg. 35 cents, Dec. 20; 
Vogt Mfg., year-end 25 cents, 
Dec. 23; Square D Co., $1.05, 
Dec. 24. 


Yellow Truck & Coach, $14 on | 


account of arrears on preferred, 
Dec. 23, with this payment $21 
will have been paid on this stock 
this year. 

Waukesha Motor, 25 cents, Jan. 
3; City Auto Stamping, extra of 
30 cents and quarterly of 15 
cents, Dec. 20; Allied Products, 
$1 on common and 43% cents on 
preferred, Dec. 24. 

Automotive stocks showed some 
improvement in the week cov- 
ered by the ADN stock price 


| averages. 


The ADN averages for Dec. 8 
as follows with the 


week preceding and a year ago. 

This Year 
< Week Ago 

24.68 50.86 
53.16 
43.73 
34.67 


Change 
10,21 
+0 10 
+0.86 


21.55 +0.47 


24 motors 

10 car-truck co.'s 
10 parts-acces. 

4 tire-rubbers 


Floyd E. Badger Dhes 


Detroit Steel Official 


DETROIT.—Floyd E. Badger, 
spring sales manager of the De- 
troit Steel Products Co. died here 
Thursday morning. He was 47. 

Mr. Badger had been associated 
with Detroit steel since 1921. 
Prior to that time he was secre- 
| tary-treasurer of the Armstrong 
and an official of 
Standard Parts and Campbell 
Spring & Axle. 


with pay- | 








| by them and corn farmers, 


Last Minute Wall Street Wires 
From C, J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Friday, Dec. 10 (3:30 p.m.)—Shares of the motor 


companies today 


irregular opening, they 


had their ups and downs. 
went forward but the close 


After an 


found them somewhat lower than yesterday’s close but 


above their earlier lows for the day. 


showed firmness. 


General Motors 


In Livestock Show Survey 


By MEL ADAMS 
Staff Correspondent, ADN 

CHICAGO.—Livestock breeders 
and grain growers do not seem 
worried, so far as their own out- 
look is concerned, a survey made 
here at the International Live- 
stock Exposition reveals. The big 
show has made Chicago a con- 
verging point for the agricultural 
industry, with attendance from 
farm regions far ahead of any- 
thing in the past. 

Agricultural leaders inter- 
viewed gave interesting sidelights 
on their industry with particular 
reference to the economic sit- 
uation. 

They called attention to the 
fact that the size of visiting 
crowds indicates that farmers 
have money to spend when they 
come here in such record-break- 
ing numbers, putting in three to 
four days at the exposition. 

Although prices paid for ribbon 
winning and other live stock did 
not set new highs, they were 
described as_ satisfactory, ap- 


proaching those of a year ago in| 


most instances and exceeding the 
1936 figures in some cases. 


The livestock men themselves | 


this 


| 
| 
| 





appeared happy. There has been | 


some recession in prices, shared 
but 


is looked upon as only a 
temporary condition that will 
shortly be corrected in a satis- 
factory manner. The decline has 
not compelled them to dump 
their products on the market at 
“any old price.” 

Being a major influence in the 
purchase of motor cars and 
trucks, the farm element finds 


itself in the position of having | 
money in the bank and caught | 


up on back debts. This is consid- 
ered a good omen, despite the 
fact that farmers were unusually 
heavy buyers of motor vehicles 
this year when they first got the 


feel of prosperity. They now say | 


it’s the old story of “keeping up 
with the Joneses.” In other 
words, they aren’t in the mood to 
drive shabby cars when their 
neighbors sport new ones. 


Packing house and stockyards 
officials agree that livestock is 
not being dumped at distress 
prices, and board of trade men 
state the same applies to grain. 
Their conclusion is that the agri- 
cultural world is made up of 
better business men, and auto- 


| mobile trade leaders here inter- 


pret this as meaning they will 
continue as a highly important 
factor in keeping motor car sales 
well sustained through 1938. 


AUTOMOTIVE STOCK QUOTATIONS 


AT CLOSE OF MARKETS, FRIDAY, DECEMBER 10, 1937 
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Last Sale 1937 
Dec. 10 Dec. 3| High Low 


NEW YORK 








Allis Chalmers Mfg 
American C. & F 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel . 
Bohn A. & B. 
Borg-Warner ... 
Briggs Mfg. .. 
Budd Mfg. Co., 

Budd Wheel Co. 

Chrysler 

Clark Equip 

Cleveland Gr. a 
Collins & Aikman 

Com. Credit 

Commercial Inv. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 

du Pont de Nemours 
Eaton Mfg. 

Electric Auto-Lite 

Electric Storage Battery... 
Evans Products 

Federal Motor . 

Firestone T. & R. 

Gabriel Co. A 

General Elec. . 

General Motors 

Glidden 

Goodrich, 

Goodyear T. 
Graham-Paige 

Hayes Body 
Houdaille-Hershey B ... 
Houdaille-Hershey A ... 
Hudson Motor 

Hupp Motor 

Inter. Harvester 
Johns-Manville 
Kelsey-Hayes W. 
Kelsey-Hayes W. B 


Libbey-Owens-Ford Glass 


oe Pererey Te 
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Ludlum Steel 

Mack Trucks (1) 
Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 

Nash Kelv. 

Pacific Mills 
Packard 

Raybestos Manhattan 
Reo Motor 
Republic Steel Corp 
Socony Vac. 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 
Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken Roller Bear.............+. 
U. S. Industrial Alcohol 

U. S. Rubber 

Westinghouse E. 

White Motors . 

Willys Overland ..... 

Yellow Truck 

Young Spring & Wire........... 


Axle 


CHICAGO 


Asbestos Mfg. 
Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 

Pines Winterfront 
Woodall Industries 


DETROIT 


Ex-Cell-O Aircraft & Tool 
Federal Mogul 
Murray Corp. 











|}age for 
| agricultural 
|factured at the 





Carindias Output 
Of Studebakers 
Set Nov. Record 


WALKERVILLE, Ont. — Fac- 
tory sales of Studebaker passen- 
ger cars and trucks in November 
were geater than for any other 
November in the history of the 
company, according to M. S. 
Brooks, general manager of the 
Studebaker Corp. of Canada, Ltd. 

“In the first 11 months of this 
year,” Brooks said, “our factory 
shipments were 24 per cent ahead 
of the identical period in 1936. 

“Shipments of Studebaker trucks 
continue to maintain a strong in- 


| crease. For the 11 months’ period 


there were 143 per cent more 
trucks sold than in the January- 
November period of last year. 
The Studebaker truck line con- 
tributed its share to the Novem- 
ber peak by being 250 per cent 
greater in unit volume than 
November of a year age" 


GM Eases Output 
In St. Louis Car 
Assembly Plants 


DETROIT. —As ‘production of 
passenger cars took a dip this 
week, Chevrolet and Fisher body 
assembly plants in St. Louis 
have been closed to lay off 1,600 
of their 4,100 production em- 
ployes. Operations will be re- 
sumed Monday with output cur- 
tailed 40 per cent. 

The automotive labor situa- 
tion during the week continued 
generally smooth, with GM-UAW 
contract-renewal negotiations still 
under way. Only disturbance was 
at Kansas City, where 16 men 
picketing the Ford assembly plant 
were jailed. Production at the 
plant is gradually being resumed 
after a shutdown following labor 
trouble in September and Oc- 
tober. 

In Detroit, UAW officials re- 
iterated their threats to close the 
Ford Rouge plant by “shutting 
all feeder and parts plants and 
calling all of our members out 
of the Dearborn plant.” 


2 GM Men Get 
Bendix Positions 


CHICAGO.—A. C. Anderson, 
controller of General Motors 
Corp., has been elected a director 
and chairman of the finance com- 
mittee of Bendix Aviation Corp., 
and E. R. Breech, of the GM 
operating staff, has been elected 
a director and member of the 
executive committee. 

They succeed Albert Bradley 
and C. E. Wilson, GM vice-presi- 
dents, who resigned their posts 
with Bendix. General Motors owns 


| 23.8 per cent of Bendix common 
| stock. 


Allis-Chalmers Sees 


Rise in Employment 


LA CROSSE, Wis.—The local 
plant of the Allis-Chalmers Mfg. 
Co. is currently employing ap- 
proximately 750 and when a new 
addition is completed in Feb- 
ruary, 1938, this may be stepped 
up to 1,000 or more, according to 


|George H. Nystrom, manager of 
|} the firm’s implement division. 


The addition will provide stor- 
500 to 600 carloads of 
implements manu- 
local plant as 
as additional assembling 
space. Orders for implements 
made at the local plant were 
reported 50 per cent ahead of 
those for 1936. 


well 


Brigg’s Dividend 
DETROIT.—The Briggs Mfg. Co. 
has declared a final cash dividend 
for 1937 of $1.50 per share payable 
Dec. 23. 





Sparks 
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Dealers Back Identical 
| New, Used Car Terms 


Chris 


Y Sinsabau gh 


(Continued from Page 1) 


liberally as the speaker ran up /| 
and down the scales, bringing 
out the strong points of each and 
proving, to my satisfaction at 
least, that good advertising pays 
the buying public big dividends; 
that, while many advertising ap- 
propriations may sound big in 
total, yet when reduced down to 
cost per unit they really are in-| 
finitesimal. 


* 


NATURALLY THIS column 
was most interested in what he 
had to say about the automobile 
industry and on this subject the 
speaker gave us a new thought— 
that the engineers are given too 
much credit; that advertising 
needs force the engineers to be- 
become sales conscious rather 
than to stick too closely to their | 
ideals. I think he scored a point | 
on this analysis. It’s not because 
I work with him that I say this, | 
but because I feel he has given 
us a new thought on the subject, | 
which has so much meat in it 
that I do not hesitate to lift it 
from the speech and present it 
herewith: 

* * * 


“I AM ONE of those who be- 
lieve that the automotive en- 
gineer has been given far more 
credit than he deserves for the 
public approval of his innova- 
tions,” the speaker contended. | 
“It is the advertising man who 
has stolen from the drafting | 
board of the engineer the new} 
ideas which he knew would ap- 
peal to the buyer, and by this 
very public acceptance has forced 
the engineer to ‘deliver’ the 
goods.’ The net result of this 
new engineering and this new 
styling each season has been to 
create a world-wide demand for 
the new products. 

* * * 


“FOR THE FIRST time in hu- 
man history, a desire has been 
created to exchange an expensive 
piece of machinery, not because 
it was worn out, not because it 
would no longer function and do 
what was required of it, but be- 
cause of the simple reason that | 
‘it has gone out of style!’ This 
made available for each lower | 
strata of the market what we in 
the business affectionately refer 
to as ‘usea cars. Whereas in 
every other country under the 
sun the original purchaser drives 
an automobile until it falls apart, | 
here everyone wants the latest 
model he can afford to drive. 
This passes the cars along 4a| 
series of owners until we build | 
the colossal total of 30,000,000 | 
registered vehicles on our high-| 
ways, which is three times as| 
many as there are in all the rest | 
of the world combined.” 

Controversial? Well, that’s up| 
to the reader to pass on. 

_ a 


THE FIRST LEG of the con- 
ductor’s hop to sunny California 
has been taken, with a stopover 
for several days in Chicago for | 
the ASI show at Navy Pier. It} 
broke up the long flight and at 
the same time gave him an op-| 
portunity to record the reaction | 
of the men who make and sell 
parts and accessories. That re- 
action, I am pleased to report, is 
quite favorable. Folks at the| 
Navy Pier seem to feel that they 
can come out of the storm cellar 
now; that while the skies seem 
to be sort of lowering, yet an eye 
trained to interpret weather con- 
ditions gets glimpses of silver 
lining in the clouds up above. 
And there are those who predict 
that the year is going to be really 
good for this branch of the auto- 
mobile industry. 

Ba 


THE DUKE OF ISHERWOOD 
and the Earl of McGinnis, other- 
wise AC Spark Plug’s General | 
Sales Manager W. S. Isherwood, 
and AC’s Advertising Manager E. 
McGinnis, feel optimistic, accord- 
ing to a statement put out by 
them. Of interest in this state- 


| story 


ment is the reason advanced ‘by 
the Duke of Isherwood as to why 
the makers of cars should leave 
to specialists the of manu- 
facturing parts other fit- 
ments. Our own Mel Adams has 
referred to this in his general 
of the show, but the col- 
umn conductor takes over the job 
of giving more details of the 


job 
and 


| Isherwood statement. 


“Tf the car makers made all 
their own parts and accessories,” 
he points out, “the cost of an 
automobile to the car owner 
would be materially higher. In 
fact, I have heard it said that the 
cost would be approximately 
double what it is today. Suppose 
every cdr factory produced its 
own spark plugs. That would re- 
quire distinct engineering setups 
for each product, separate facili- 
ties for producing and for re- 


| times. 


order to keep 
and even ahead of the 
Obviously, it would be 
impractical and uneconomical be- 
cause of the limited requirements 
for these products by each auto- 
mobile company. Mass production 
is an economic fundamental.” 


+ * 4 


AS THIS IT WRITTEN, Fri- 
day, the Navy Pier job has been 
completed by the conductor. His 
personal baggage is neatly packed 
and he is twiddling his thumbs 
at the Hotel Stevens, while he 
awaits the bus to take him to 
the airport, where one of the 
huge American Airlines flagships 
is champing at its bits before 
taking to the skies and heading 
westward And by Saturday 
morning the conductor should be 
in Los Angeles shaking hands 
with Slim Barnard and the rest 
of the welcoming committee. 
Thence to the Ambassador to 
take over headquarters in one 
of those neat little bungalow 
apartments, where the latch 
string will be out for at least 
seven or eight days. 


search work in 


abreast 


19 


(Continued from Page 3) 


with difficulty in getting an even 
break or a profit out of used cars. 
Every dealer has to gamble to a 
considerable extent, taking in 
used cars he hoped to break even 
or make a slight profit on, and 
then finding himself up against a 
shrinkage in demand and prices 
for those cars. Under prosperous 
conditions we don’t encounter this 
situation so acutely.” 


Atlanta 

C. McMullin, used car manager, 
Yarbrough Motor Co. (Stude- 
baker): “Identical financing rates 
and terms would quite definitely 
spur high grade used car sales. | 
believe that at least the same 
terms should be offered the used 
car buyer with Grade A credit 
rating. Lower rates would also 
make it easier to sell used cars 


Cr tine vgs —Bokhara 


steels for more than fifty years—longer than any other 
organization in this country. They know that with 


72 reason buyers of the rarest rugs travel to far 
off Bokhara is not hard to find. There, in Western 
Turkestan, generations of weavers, through centuries 
of application to a single craft, have brought rug-mak- 


ing to a unique degree of perfection. 


For a similar reason many critical users of fine alloy 
steels make Bethlehem their source of supply. They 
know that Bethlehem has been making alloy 


a high level of quality. 


on 18-month terms, which is 
much to be desired.” 

B. V. Stodhill, manager, John 
Smith Co. (Chevrolet): “I believe 
rates on new and used cars 
should be the same, and affected 
by reducing used car interest and 
charges. Under present condi- 
tions the purchaser prefers to 
buy a new car because of lower 
interest and longer terms and 
this is hurting used car business. 
here is no serious objection that 
I can see.” 


Open Atlanta Office 

CLEVELAND.—The Lincoln Elec- 
tric Co., manufacturers of arc weld- 
ing equipment, announces the open- 
ing of a welding sales-engineering 
office at Atlanta. The office is lo- 
cated at 412 Title building and is to 
be under the management of Robert 
Daniels. 


Ewing Galloway Photo 


the knowledge and experience accumu- 
lated over this period of time, con- 
stantly being amplified by research and 
experiment, Bethlehem is in an excep- 
tionally favorable position to maintain 
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You Get It From Every Dealer You Talk To— 


“NASH IS A071 


CLICKS with the press! nash «conai- 


tioned Air’’ has been awarded dominant 
space and position in Newspapers and Mag- 
azines because of its vital NEWS value! 


IN PHILADELPHIA— estimated 250,000 


witness Conditioned Air demonstrations by 
local Nash distributor and dealer. Public 
interest high in every city! 


FIRST SALES REPORT— from NewYork 


district—officially tops 1936 figures over 100Z, 
first 20 days of November. 


126 NEW DEALERS join the Nash family 


in last 30 days. 


FROM EVERYWHERE — dealers estimate 


Store Traffic as over three times what they’ ve 
ever had before! 


THIS YEAR —the Public wants more than Minor 
Changes—and How they are Eating up this Brand 
New Engineering Job from Nash! 


7" YOU WANT the dope on “what’s new on the 
new cars,” turn to the 1938 Car Specifications 
and look them over. 


Then compare with 1937—or 1936. You'll dis- 
cover an amazing thing—-Among all popular- 
priced cars VERY FEW BASIC NEW IMPROVE- 
MENTS HAVE BEEN MADE... 

EXCEPT BY ONE MANUFACTURER— NASH! 

And we are not speaking alone of ‘“Condi- 
tioned Air for Winter Driving,” or of five other 
new features which have made headline news. 

On all 3 series of 1938 Nash cars—horsepower 
ratings have been increased 6% to 10%—and 
with it, better performance and greater economy! 


Car weight increased by 200 to 300 pounds. 
All Nash cars are roomier—longer from ra- 
diator grille to trunk. ; 

Look at the steel body, the chassis, the sound- 
proofing —or look at the upholstery and fittings. 
83 improvements prove Nash for 1938 is a brand- 
new engineering job! 

Now consider the BIG FEATURES; the brilliant 
new engineering that makes Nash “HOT”. 

First and only cars with Conditioned Air for 
Winter Driving. Completely changes all past 
ideas about heating and ventilating a moving car. 


First and only cars with “Super-Thrift En- 


Packed sidewalks watch Philadelphia NASH 
dealers demonstrate a ‘‘Conditioned Air’’ 
NASH. Bathing beauties comfortable, de- 
spite cold night. 


gines’...intake and exhaust manifolds sealed 
inside... 10% more power, 12% greatereconomy, 
and better performance in all weather. 

Only car near the “‘All Three’ Class that offers 
Automatic Cruising Gear... Vacuumatic Gear- 
Shift... 7-Bearing Crankshaft ...Full-Pressure 
Lubrication .. . countless other fine engineering 
features. 

Add it all up—it makes a car that the public 
clamors to see and buy. 


The Public Wants New Cars 
This year’s prospects are “‘hard’’ buyers. It will 
take more than a new radiator grille to make 
them part with good cars and their cash. 

This is the year to switch to Nash! 

If you believe in the Nash policy of giving 
MORE VALUE and NEW ENGINEERING to the 
public, year after year—write or wire C. H. Bliss, 
V.P. and Director of Sales, Kenosha, Wisconsin. 


ONLY THE GREAT INDEPENDENT OFFERS 


1 AGREAT PRODUCT... result of con- 
centrated effort ...indepencent 
research... independent pricing. 


2 STRONG RESOURCES... Nash 
stands fourth in financial resources 
among all automobile companies. 


3 A GREAT NAME... for 22 years 
identified with only fine cars. 

4 PROTECTION... full, unham- 
pered opportunities for growth in 
protected territories. 

5 No REGIMENTATION ... toare- 


markable degree. Nash dealers are 
left free to operate. 

6 FULL ADVERTISING SUPPORT... 
for 1938, the greatest and most ex- 
tensive sales and promotion cam- 
paign in Nash history. 


THE GREAT INDEPENDENT 


NASH LAFAYETTE 
NASH AMBASSADOR 6 
NASH AMBASSADOR 8 - 


117 inch wheelbase 
Se WAM Me dil lers: 
We Meme dill rss 





